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NLY ONE V- BELT DRIVE 
IN THE WORLD LIKE THIS 


The patented construction of Dayton Cog- 
Belts gives them many outstanding advan- 
tages found in no other V-Belt. Time and 
money saving advantages that are now 
recognized by executives in thousands of 
industrial plants! 

This means there is an established de- 
mand for these belts—a demand so wide- 
spread that today wherever any kind of 
power transmission is used there is a 
market for Dayton Cog-Belts. That’s why 
these belts are easier to sell—and that’s 
why they offer an unusual opportunity for 
Mill Supply Houses and their salesmen 
to “‘cash-in” on the tremendous 
V-Belt replacement business. 

Dayton Cog-Belts fit all stand- 
ard V-Groove pulleys. 


Stocks Available 
Everywhere 
Complete stocks of Dayton 


Cog-Belts are carried by mill supply job- 
bers in all industrial centers —thus a// 
mill supply houses have available the V- 
Belt that plant executives want— Dayton 
Cog-Belts. 

But that is only part of the story—we 
give distributors and their salesmen the 
kind of cooperation that counts — that 
helps make sales. For example Dayton 
Cog-Belts have been continuously adver- 
tised for more than five years in most of 
the leading trade magazines—no other 
V-Belt has been so consistently advertised 
—but let us give you all the facts about Day- 

ton Cog-Belts and Dayton Cog- 
Belt Drives—write or wire to 


THE DAYTON RUBBER 


MANUFACTURING CO. 
DAYTON, OHIO 


Factory Distributors in Principal Cities 
and all Westinghouse Electric and 
Manufacturing Company Sales Offices 


How Dayton 
Cog-Belt Drives save 
money. time and work 

* 
i —Save floor space. 


2—Built-to-bend—no distortion 
—no internal heating. 

3—Greater gripping power—no 
slipping or sliding. 

M4—Stretch removed—fewer ad- 
justments necessary. 

&—No dressing or lubrication. 

@—Less tension required—easy 
on bearings. 

J—Longer life—belt replace- 
ment costs often cut in half. 

8B—Quiet—Clean—Rugged. 

Complete drives—pulleys and belts 

—in stock. Fractional to 100 H. P. 


Investigate the 
exceptionally 
low cost of 
Dayton Cog- 
s Belts with 


DAY-STEEL PULLEYS 
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THE SMALL COG COUNTS! 


A small boy’s arm, plugged in a leak- 
ing dyke, saved all Holland from 
inundation. 


In the modern factory the efficiency 
of a whole network of machinery 
may be influenced by the function- 
ing of one relatively unimportant 


cog. 


During the high production period 





of a few years back many small cogs 
were overlooked. Unessentials ac- 


cumulated. Cost leaks were not 








plugged. It made little difference, 


for business was good and _ profit 


margins ample. ( 


When the old order of things ended, 
industry began the painful process 
of contraction. And now after three 
years it is down to a framework of 
essentials. Deflation has been ae- 
complished. 


Today is stock taking time—a time 
to look ahead and to plan wisely for 
a new era. The successful manu- 
facturer of tomorrow is preparing 
today to meet the more exacting 
industrial standards of a new age. 





Clipper Beli Lacer Company 


GRAND RAPIDS MICHIGAN Belt lacing is only a small cog in 


plant operation, but its efficiency is 


a vital factor in the maintenance of 
caPP ar an unbroken flow of production. 
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A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4—ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


A. M. Morris 


General Manager 


v 


CHICAGO OFFICE 
520 N. Michigan Ave. 


v 
NEW YORK OFFICE 
330 W. 42nd St. 
v 


CLEVELAND OFFICE 
Guardian Building 


Mill Supplies is in its 
twenty-third year of serv- 
ice to the mill supply field 
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These money-saving features 
will help you clinch valve sales 


ERE they are! Eight out- 
standing money-saving fea- 

tures in a Fig. 106-A Jenkins 

Standard Bronze Globe Valve that 

will prove a distinct aid in building 

valve sales! 

3e sure to check each one, as fol- 

lows: 

l Accurate clean-cut end threads 
* permit quicker, better, more 

workmanlike installation. 

2 Greater number of spindle 
¢ threads in contact with bonnet 

make possible easier operation and 

longer wear. 

3 Large bonnet faces provide 
¢ good grip for wrench and so 

save time in disassembly and reas- 

sembly. 

4 Unique slip-on, stay-on design 
* prevents annoyance and danger 

of disc holder falling off in out-of- 

the-way places. 

5 Slip-on stay-on disc holder 
¢ makes disc renewal just a min- 

ute’s job. 

6 Genuine Jenkins Renewable 
¢« Composition Disc gives maxi- 

mum service at minimum cost. 

7 Larger quantity of packing re- 
* quires renewal less frequently. 

Insures tight joint around spindle 

without binding. 

g One-piece screw-over bonnet 
¢ contributes solidity, strength 

and stamina to stand up in severe 

service. 




















These Jenkins features will appeal to 
even your most critical buyer. Remem- 
ber,—you can obtain corresponding ad- 
vantages also in angle, cross and check 
patterns. Write for complete specifica- 
tions and prices. 


JENKINS BROS. 
80 White St., New York, N. Y.; 510 Main St., 
Bridgeport, Conn.; 524 Atlantic Avenue, Boston, 
Mass.; 133 No. Seventh St., Philadelphia, Pa.; 
646 Washington Blvd., Chicago, Ill.; JENKINS 
BROS., Limited, Montreal, Canada; London, 
Eng. Factories: Bridgeport, Conn.; Montreal, 





Jenkins 


VALVES | 


Since 1864 


JENKINS VALVES ARE ALWAYS MARKED WITH THE~“DIAMOND” 
Gre ons 
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The Trend of Supply Sales 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR DECEMBER 
100 — Average Monthly Sales, 1923—1925. 


Seasonal falling off in December. January looks better. 
South shows big December gain 


)OLLOWING its expected course, the 
Sales Indicator for December dropped 
over three points to 38.2. In many sections, 
the first 15 days held up in good shape but a 
falling off due to the holiday and inventory 
season could hardly be escaped. 


The eastern territory continued its down- 
ward trend with a drop of about seven points. 
The middle west and west fell off slightly, 
about in proportion to the national loss. But 
the southern and pacific coast states showed 
gains, the south climbing over eight points. 
For the second consecutive month, this terri- 
tory has more than done its share towards 
holding the indicator up. 


It is interesting to note that the trend of 
supply sales as portrayed by the Sales Indi- 
cator has almost paralleled the trend of indus- 
trial production as reported by the Federal 


Reserve Board. This latter index uses the 


same years as a normal as are employed in 


compiling the Mill Supplies’ Sales Indicator. 


Based on sales for the first fifteen days of 
January and business in view for the remain- 
der of the month, reports from distributors 
in all sections indicate a stabilization of the 
Indicator for January, with good chances for 
increases of from five to ten per cent in sev- 
eral localities. Reports from the south con- 
tinue optimistic, a much-needed gain is looked 
for in the industrial area in and around Pitts- 
burgh and California distributors feel that 
some upturn is imminent. 


T is possible, of course, that sales may ex- 

ceed the estimates made on the twentieth 

of the month, since the first two weeks are 

unusually slow due to additional inventory- 

taking and the general unrest preceding the 
issuance of annual reports. 


Sales indicators for the North Atlantic, Southern, Middle 
Western, Western and Pacific Coast states will be found on 
page 34. 








eA Trip Through the 
Power Plant Reveals Many 


part of an industrial plant 

to which the services of 
the industrial distributor are 
vitally important, it is the pow- 
er plant. From a maintenance 
standpoint, its requirements 
are so widespread that a plant 
stock sufficient to take care of 
all emergencies would be pro- 
hibitive in cost. 

It is only necessary to re- 
flect for a minute on the im- 
portance of the power unit in the scheme of operations 
in any plant to get a vivid picture of the calamitous 
nature of the ever-dreaded shutdown. Without power, 
machines and men are idle at the company’s expense and 
losses mount rapidly. Obviously, “the wheels must be 
kept turning.” 

The distributor who adopts and lives up to the slogan 
“We Keep the Wheels Turning,” is not only making 
himself indispensable to industry but is building soundly 
for assured profit. 

A willingness to give instant service, however, while 
vitally important in selling power plants, should be sup- 
plemented with a thorough knowledge of their mainte- 


LT there is one particular 





Sales Opportunities 


The distributor’s services are essential to the 
economical operation of a power plant 


By R. G. BRINDLE 


Plant Manager, 


American Maize Products Company, Roby, Indiana 


nance requirements. The facilities for giving immediate 
service are of little avail if the materials required are 
not carried in stock. A knowledge of these requirements, 
it seems to me, is best acquired by tracing the operations 
of the power plant from the unloading of the fuel to 
the produced power which operates the machines in the 
plant. 

Such a survey, undertaken in the Roby, Indiana, plant 
of the American Maize Products Company, disclosed a 
surprisingly large number of items which are normally 
handled by industrial distributors. 

First of all, for comparative purposes, let me describe, 
briefly, the general characteristics of the plant and its 
power requirements. Our company falls under the classi- 
fication of a food products’ manufacturer, its products 
being various derivatives of corn. The power plant, 
which is located adjacent to the productive buildings, 
generates 3200 kilowatts. As is the case with most food 
products’ plants, however, only 60% of the steam pro- 
duced is used to drive the turbines generating this cur- 
rent. The remaining 40% is used for various processing 
purposes. 

Before the maintenance problems of the boiler and 
engine rooms are considered, let us see what commodities 
are involved in the upkeep of the system which supplies 
the boilers with fuel and water. 

Water is pumped direct from Lake Michigan, a dis- 
tance of about a mile. Items for the maintenance of this 
system include pipe, valves and fittings in addition to 
pump parts, packing and lubricants for the pumps. Once 
inside the plant, the water is filtered and pumped through 
the plant system by two turbine pumps. 

Two types of fuel must be handled, since 10 of the 
boilers burn oil and four are coal burners. Maintenance 
problems connected with moving fuel oil from the tank- 
ers to the burners are much more simple than are those 


View of two of the oil-burning boilers. Sales possibilities 

for maintenance of boilers include: paint, boiler tubes, 

gages, lubricants, pipe, valves, fittings, angle iron, fire brick 
and refractories. 
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involved in moving coal to the stokers from 
the cars. Nevertheless, there are many items 
of a supply nature needed to keep the system 
in operation. 

The burners consume an average of five 
tank cars of fuel oil per day. This oil is so 
heavy that it steadfastly refuses to flow in any 
but the warmest weather. Hence, it is neces- 
sary to apply heat all along the oil supply 
system. 

A steam pipe line run from the boilers to 
the tankers not only furnishes the heat needed 
to get the oil flowing but serves to keep the 
entire feed line warm. Fuel in the reservoir 
is warmed by coils fed from this line and all oil 
pipes from the original unloading point to the 
boilers are enclosed with a steam line. Main- 
tenance of the steam line requires the usual 
pipe, valves and fittings, of course. In 
addition, several lengths of flexible me- 
tallic hose and rubber steam hose are 





Pumping unit for unloading fuel tankers. This small building is 

kept warm by heat radiated from the uncovered steam lines shown 

at the right. This heat is necessary to insure oil flow. Note valves, 
fittings, motor and “‘V”’-belt unit. 














grades of lubricants are em- 
ployed, since one end of the 





used to connect the line to the tankers. 

Oil is pumped from the tank cars 
to the reservoir by a motor-driven, 
“V-belt equipped rotary pump. Main- 
tenance on the pumping unit requires 
pump parts, belts and sheaves for the 
drive, packing and lubricants for both 
pump and motor. 

Just inside the boiler room another 
battery of motor-driven pumps moves 
the fuel from the reservoir to the burn- 
ers. These units are equipped with 
automatic cut-offs and with remote 
control switches for use in case of fire. 

Air is supplied to the burners by 
standard blowers located on the floor 
below. Special lubricants must be pro- 
vided for proper maintenance of these 
units. 

The burners employed require little 
maintenance, other than occasional 
scraping and careful lubrication. Two 


| Siebemarenaiel management of any in- 

dustrial plant abhors the waste 
which results when working capital is 
tied up in maintenance inventories. The 
industrial distributor who ascertains 
the maintenance needs of the plants in 
his territory, carries a complete stock 
of quality items to fill those needs and 
provides the kind of service which 
eliminates shutdowns, enables the 
plant manager to reduce his inventory 
to a minimum. While it is difficult to 
arrive at an exact figure, it is safe to 
say that the maintenance inventory of 
our plant would have to be doubled 
were it not for the existence of indus- 
trial supply houses which furnish us 
with the kind of service outlined above. 


RAYMOND E. DALY 
Vice-president, 
American Maize Products Company 











burner is in close proximity 
to the flame and the other 
operates in comparative 
coolness. 

As regards the four coal- 
burning boilers, coal is car- 
ried to the stokers on a 
drag conveyor system. This 
system consists of a metal 
trough arrangement, 
through which runs a chain 
having cross links at reg- 
ular intervals. This con- 
veyor, as well as the stokers 
it feeds, requires constant 
maintenance. Most of the 
maintenance parts for the 
stokers, however, are spe- 
cial and must be purchased 
from the manufacturers 
and carried in stock. 

Having arrived at the 
point where we are ready 


for a fire, let us next look at the boilers to 
see what maintenance items are required to 
keep them in proper condition. 

The furnace proper requires constant su- 
pervision. When high temperatures are em- 
ployed, such as we use at the Amaizo plant, 
fire brick and high temperature cement are 
subjected to extreme tests. As a matter of 
fact, one boiler in our power plant is always 
in the process of being relined. This relining 
process not only offers an opportunity for the 
sale of fire brick and refractory cement but 
requires the use of a considerable number of 
bricklayers’ tools. 

Distributors handling boiler tubes have a 
steady market for these items. Other prod- 
ucts used in keeping our boilers in tip top 
shape are: asphalt-base plastic, a coating 
which is employed to keep air from entering 
and which will remain in a plastic condition 
despite the terrific heat; emery paper, for 
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Compressed air is used in many places in the plant. Maintenance 
requirements on the two compressors shown here include: lubricants, 
bearing metal, gaskets and gages. 
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tle attention as any unit operating in the plant. 

It is a different story, however, where the 
various pumps and compressors, which make 
up the engine room equipment, are concerned. 

The pumps must be replaced from time to 

time. When not completely worn out or ante- | 
dated, they are forever in need of new parts 
or packing. 

The same is true of the compressors. We 
compress our own air for various uses around 
the plant and in the yard. Not only is a spe- 
cial lubricant required for this machine, but 
considerable babbitt is used to replace bear- 
ings. 

Due to the fact that it is necessary that we 
have several electricians on duty at all times, 
we do a considerable amount of motor repair- 
ing. This department not only employs tools 
for this work, but requires solder and solder- 
ing equipment, sandpaper for brightening 
switches and many special lubricants for 
maintaining the electrical equipment in the 
power house and the plant. 

In following the course of power to this 
point, we have come across several “V”-belt 

drive installations. We have 
found this type of drive par- 








Below the boiler room. At the far end of the room is the pumping 

unit for bringing fuel from the outside reservoir to the burners. 

Air is supplied by the standard blowers shown. Control instruments 
allow flow of fuel to be stopped instantly in case of fire. 














facing the caps over the 
ends of boiler tubes; asbes- 
tos; gages; soot blowers; 


Four Suggestions for Distributors 
gage glasses and cocks ; gas- 1. Carry adequate stocks. 


= ticularly effective and econom- 
ical, but were troubled with a 
problem of keeping enough of 
the various sizes of belts in 


kets, and paint for the ex- 2. Provide the kind of service which will make stock until we decided to 


terior of the boiler. 


shutdowns a rare, if not an impossible oc- 


standardize our installations. 


We have found aluminum namaeeeneaes ; This was done so effectively 
paint to be unusually ef- 3. Carry lines of proven quality. that now only four sizes of 
fective, due to the fact that 4. Keep the engineer informed on new devel- belts are required to outfit any 
it will not discolor quickly, opments which may bring about operating drive in the plant. This stand- 
with the result that our Cceneaes. ardization idea has proved of 





boilers maintain a spick-and- 


particular value to the night 








span appearance at all times. 

Ashes are removed from the coal-burning 
boilers by a vacuum system. A high-speed 
fan provides the motive power for this unit. 
Conveyor pipes wear very quickly, particu- 
larly at the elbows where frequent replace- 
ments are necessary. 

The maze of piping which crowds every 
available foot of overhead space, both in the 
boiler room and the engine room, is protected 
with pipe covering of one kind or another, 
depending on the temperatures and location 
of the pipes. Some types of covering are well 
adapted to comparatively low temperatures 
but will break down under excessive heat. 
Other types are particularly effective if the 
pipe is absolutely free from vibration but will 
fall to pieces under jarring of any kind. 

The steam lines carry us into the engine 
room where the energy derived from burning 
the oil or coal is finally transformed into kilo- 
watts. 

The huge turbines themselves require little 
in the way of maintenance materials, all parts 
having to come from the factory. Aside from 
careful lubrication, they probably require as lit- 
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One of the boiler feed pumps. Maintenance requirements include 
pump parts, packing and lubricants. 
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men as each of the four sizes carried in the 
storeroom are labeled with the names of the 
installations it will fit. 

Another tip on the installation of “V”-belts 
which we have found very much worth while 
—belts are always adjusted to a snug fit and 
the maintenance man warned that a new belt 
has been installed. For two weeks he keeps a 
close watch on this belt to see that it is not 
slipping. This slipping, which will almost cer- 
tainly occur on a new belt if it is not watched, 
shortens the life of the belt. 

General maintenance of the building re- 
quires many products which are normally car- 
ried in a supply house. Brooms, brushes, lad- 
ders, water hose, soaps, detergents and rags 
are all necessary for cleansing purposes. Paint 
and paint brushes are constantly in use. The 
free use of paint is encouraged in our power 
plant as well as in the plant proper. Spray 
painting has been confined to outside work 
here at Roby due to the nature of our product. 

There are, of course, many more items car- 
ried in stock in the average supply house 
which are used in power plants and which 
have not been mentioned specifically. Among 
these are chain, fire extinguishers, nuts and 
bolts, cotters, washers, screws, wrenches, screw-drivers, 
pipe threading tools, pipe repair clamps, valve seats and 
discs, steam traps and gages. 

Steam traps are particularly important in the process 
industries where steam must be piped throughout the 
plant. We have one man who does nothing else but see 
to it that the traps function properly. He is aided in 
his job by a standardization policy, made effective some 
years ago, which limits the steam traps in the plant to 
a single make. 

The number of supply items which are essential to 
the proper functioning of an industrial plant is truly 
amazing. A survey which tabulates them cannot fail to 





Unloading the heavy fuel oil from the cars. Flexible 

metallic hose has proved very satisfactory for this service 

both for the fuel and steam lines. Some of the outlets 

use rubber steam hose as a return. An average of five cars 
a day are handled with this type of equipment. 


FEBRUARY, 1933 





The engine room as seen from above. The maze of piping will 
give some idea of the amount of pipe, valves and fittings which go 
into the average power plant. An enormous quantity of pipe cov- 


ering and paint is also used. 











Are You Selling These Items to Power Plants? 


Pipe Asbestos Detergents 
Valves Gages Rags and Waste 
Fittings Gage Glasses Chain 
Pumps Soot Blowers Fire Extinguishers 
Pump Parts Cocks Nuts and Bolts 
Packing Gaskets Cotters 
Lubricants Paint Washers 
Flexible Metallic Pipe Covering Screws 

Hose Electricians’ Tools Wrenches 


Rubber Steam Hose Solder Steam Traps 
“V”-Belt Drives Soldering Equipment Screw-Drivers 
Refractory Cement Brooms Pipe Threading 
Bricklayers’ Tools Brushes Tools 















Boiler Tubes Ladders Pipe Repair Clamps 
Asphalt, Base Plastic Water Hose Valve Seats and 
Emery Paper Soaps Discs 











convince the plant engineer of the real need for efficient 
supply house service. Furthermore, such a survey, if 
made by industrial distributors, will not only convince 
them of the potential market available in power plants, 
but will demonstrate clearly the products on which it 
will pay to specialize when contacting those in charge 
of these units. 

In my opinion, the job of the industrial distributor is 
clear-cut. He should: 1. Carry adequate stocks; 2. Pro- 
vide the kind of service which will make shutdowns a 
rare, if not an impossible occurrence; 3. Carry lines 
of proven quality; and 4. Keep the engineer informed 
on new developments which may bring about operating 
economies. Constant efforts to improve himself along 
these lines will certainly result in bettering the distribu- 
tor’s position in industry with a resulting increase in his 
earnings. 





Now Every Line Gets a Fair 


S trying as are periods of 
depression, they are not 


entirely without virtue. 
For one thing, they serve to stim- 
ulate thinking on the part of busi- 
ness men. As a result, outdated 
ideas, plans and methods are re- 
placed with new, more practical 
ones. Every business is subject to 
change and a thorough house- 
cleaning now and then is essential 
to progress. 
By and large, during prosperity 
periods many business organiza- 
tions have neither the time nor 


inclination to keep on top of every phase of their activi- 
ties. Thus, in a supply house, for example, obsolete stock 
is permitted to pile up; salesmen are allowed to shift for 


Prior to hitting upon the plan 
told about here, the sales of the 
Galigher Company, Salt Lake 
City, were all out of proportion. 
The bulk of the company’s busi- 
ness was coming from 3 out of 
a possible 16 major classifications 
of products. Obviously, this 
situation had to be corrected. 
Here’s how it was done 


themselves, pushing those items they like to sell to the Company. 


exclusion of others which ought to be worked on; man- 
agement becomes lax because business is rolling in; sales 
and market analysis plans are not given the attention 
they ought to have; in fact, uneconomic practices are 
allowed to creep in all along the line. Oftentimes, it takes 
a depression to correct these wasteful practices and get 
business started anew on a sound foundation. 

When sales volume is down, stock turnover slowed up, 
and profits low, business men take to analyzing their 
methods carefully. Hence, during the past two years the 
market determination plan of Mitt Supp ies, which pro- 


vides a guide to profitable selling, 
has been taking hold to a remark- 
able degree. This plan stresses 
the need for thorough market 
analysis, studying the require- 
ments of individual users and fit- 
ting stocks to take care of those 
requirements. 

In past issues, MiLt SuPPLieEs 
has related the experiences of 
many outstanding distributors in 
applying the principles of market 
determination to their businesses. 
Included among these houses 
were The Ross-Willoughby Com- 


pany, R. C. Duncan Company, E. A. Kinsey Company, 
Syracuse Supply Company, W. S. Wilson Corporation, 
Smith-Courtney Company and the Western Iron Stores 


Now, we have the details as to how another progres- 
sive distributor, The Galigher Company, Salt Lake City, 
is operating under a system of planned selling. 

About a year ago, this company found that, while sales 
on a few items were satisfactory, when all the lines 
handled were taken into consideration, the situation was 
anything but rosy. Indications were that the sales efforts 
were not being applied properly—some lines were getting 
a larger percentage of salesmen’s time than they were 
entitled to while others were obviously suffering from a 
lack of concentrated sales effort. 


It was apparent that Galigher either had 





1. BOLTS, NUTS, WASHERS, 
CAP SCREWS: Bolts—carriage, 
elevator, machine, stud, plow, 
track; Screws—cap, lag, machine, 
set; Washers—cut, malleable, 
lock; Nails; Track Spikes; Track 
Splices; Tee Rails; Nuts—all 
kinds; Rivets; Cotter Pins; Turn- 
buckles 


2. STEEL PRODUCTS: Stee! 
Spring Wire; Roofing; Steel— 
mild, lathe, tool, tank, sheet, 
angle, channel; Shafting; Chain— 
cable 

3. FITTINGS AND PIPE: Fit- 
tings—brass pipe, cast iron, mal- 
leable iron, galvanized iron; 
Cocks—air, plug; Pipe—standard ; 
Tubes—boiler 

4. BOILER ROOM SUPPLIES: 
Lamps and Parts —carbide; 
Clamps; Flue Cleaners; Cups— 
oil, grease; Tube Expanders; 

ves; Gages — water, steam; 
Gage Glasses; Waste; Injectors; 
Ejectors; Lubricators; Oilers; 
Fusible Plugs; Blow Torches; 
Fire Pots 

5. RUBBER AND LEATHER 
PRODUCTS: Belt Dressing; 
Rubber Edging; Belting—rubber, 
leather; Hose; Belt Lacing; Belt 
Fasteners; Packing; Valves; 
Hose Clamps; Hose Bibbs; Hose 
Couplings 

6. ASBESTOS PRODUCTS 


7. TRANSMISSION PRODUCTS: 
Pillow Blocks; Set Collars; Shaft 
Couplings; Hangar Frames; Pul- 
leys — paper, steel; Sheaves; 
Tackle Blocks; Hoists; Manila 
Rope; Sprocket Chain; Babbitt 





How Products Are Grouped 


10. 


12. 


13. 
14. 


16. 


SHOVELS AND CONTRAC.- 
TORS’ EQUIPMENT: Coal 


to produce a reasonable turnover on these 
lines which were being slighted, or else run 
the risk of losing some worthwhile ac- 
counts. 

How to get a maximum turnover on all 


Forks; Shovels, Handles — all } j > ow 

kinds; Picks; Jacks; Sledges _ oe » = . magne the 
acksmit cools; Saws—circu- m whi 1 n 

lar, cross-cut; Saw Mandrels; ean - the — —o 


Vises; Drills; Wheelbarrows ; started in to lick the early part of Decem- 


Rail Benders; Brooms 
BRASS AND COPPER PROD- 
UCTS 


- WELDING EQUIPMENT: 
Goggles; Melting Ladles; Solder; 


. ABRASIVE PRODUCTS ber, 1931. The first job to be done was to 
find out what the sales had been on indi- 
vidual items and then classify the products 


Welding Wire; Welding Flux; handled. These classifications were ar- 
Welding and Cutting Torches; : . 
Respirators ranged numerically according to the vol- 
SMALL TOOLS AND MIS. : : 
CELLANEOUS: Arbors; Axes ume which had been done over a period 
alls; races; its; um 
Bobs ; Chisels ; Chucks; Crayons ; of years. : 
Clamps; Cutters; Dies; Dress- The next step was to set up a potential 
ers; Lathe Dogs; Twist Drills; ° ° ; ° ° 
Extractors; Files; File Handles volume by lines which was in line with 
Hammers; » Polishing Heads; present-day conditions. Then, a sales quota 
adiocks; Tiling osts; lers; . > * 
Punches; Ratchets: Reamers; 7 ores riper ema was estab 
eseaters ; ivet Sets; Saws— i indivi 
hack, hand; Hack Saw Blades; lished = 7" — aa! Saicemcn. 
Rules; Screw Drivers; Screw Following this, each salesman was given 
Plates; Drill Sleeves; Snips; h h : hi kl d hl 
mrad Main oh Pi ah a a sheet showing his weekly and monthly 
ape; ongs; ools — packing, 
lathe, precision; Wrenches; Gong quota. Then, at the first of every month, 
Bells : a similar blank sheet is supplied the men 
MACHINERY: Plate Trolleys; ° A = 
Drill Presses; Pumps; Electric upon which they record their sales during 
Pump Parts: Engines ei the month. This takes very little of a man’s 
IRE ROPE: Rope; Clips; j j j 
Sockets; Thimbles ; i chelcants time because he 1S given a copy of every 
. PAINTS, GRAPHITE AND order with which he is credited. Every 
FOUNDRY FACING 








SPECIALTIES Thursday evening, weekly sales are noted 
by the men on their sheets and turned over 
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Share of Each Salesman’s Time 


to the president of the company for 
analysis prior to the weekly sales 
meeting held Friday evenings. 
When this plan was first launched, 
the major portion of the company’s 
business was coming from three 








CLASSIFIED SALES QUOTA 


\ a _ Month of September, 1932 
we Class Weekly Monthly iO ee Mo. Sales 
_ Description | _ No. Quota Quota Week Week Week Week by Items 


Bolts — Nuts — 
Washers — Cap 


__SALESMAN 


——————— 


‘ ‘ DEPOEWS: i. 0,0.60:0 1 62.50 250.00 50.00 82.50 34.75 63.00 230.25 
product classifications: 1. Bolts, nuts, Steel Products... 2 187.50 750.00 240.00 160.00 300.00 146.00 846.00 
washers, cap screws; 2. Steel prod- ——_ . Pipe... 3 75.00 300.00 112.00 78.00 84.00 115.30 389.30 
Pi : : “aie oiler Room 
’ ucts; and 3. Pipe and fittings. Now, | Supplies ....... 4 75.00 300.00 60.00 105.00 72.00 88.75 325.75 
however, sales have been developed Rubber & Leather 
to the point where there is hardly a | Products |... 5 50.00 200.00 40.00 73.00 68.00 43.00 224.00 
“a ine Asbestos Prod- 
blank on any of the men’s sheets in | ucts ........... 6 75.00 300.00 65.00 52.75 76.00 81.00 274.75 
any week out of the month. In other Transmission .. 7 75.00 300.00 132.00 68.00 64.00 72.00 336.00 
ds.e lesm - li ‘ = Shovels & Con- 
thing in each classifeation, When. | tractors’ Eqpt.. 8 87.50 350.00 64.00 72.50 131.75 62.00 330.25 
thing in each classification. When a | Abrasives ..... 9 87.50 350.00 53.00 71.20 115.00 82.50 321.70 
man has fallen down on a certain line, Brass & Copper 
it is discussed in open meeting at the Products ...... 10 25.00 100.00 16.75 31.00 17.50 34.00 99.25 
; Welding 
Friday sales conference and he must | Equipment .... 11 25.00 100.00 20.00 14.75 23.50 16.75 75.00 


explain why. This company’s experi- 
ence has been that such discussions 


Small Tools & 


Miscellaneous .. 12 25.00 100.00 33.00 15.00 24.00 17.50 89.50 





a. Mach’y Dept... 13 187.50 750.00 235.00 159.00 99.00 211.75 704.75 
' create a friendly competition among | Wire Rope ..-. 14 75.00 300.00 160.00 89.00 70.00 65.00 384.00 
the men and aid in making them more Points, ge & <i ih si sa ee cee eae 

: : , Foundry Fac’g.. i 5 < H i 31. F 
ar ret an ii Specialties -..-- 16 20.00 80.00 3800 23.00 15.00 _22.00__95.00 
Up to the time this system was put | Total .......... .. 1,157.50 4,630.00 1,333.25 1,116.70 1,214.50 1,152.05 4,816.50 
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into operation, responsibility for the 








sale of all lines was vested with one 
individual. However, it was recog- 
nized that no one man could have a 
specialized knowledge of so many 
lines, that some officials were better fitted to be in charge 
of certain lines than others, and thus the responsibility 
was split up among four men. Obviously, all the officials 
are anxious to assist each other in getting the maximum 
volume on all the lines handled, but each man primarily 
concentrates on the lines for which he is directly re- 
sponsible. Here is how the lines have been grouped. One 
man has been made responsible for valves, shovels and 
contractors’ equipment, brass and copper products, weld- 
ing equipment, a portion of the machinery division in- 
quiries, and waste. A second man heads up the sale of 
machinery and small tools; a third, rubber and leather 
products, asbestos products, transmission products, a 
portion of the machinery division inquiries, and sales 
and inquiries on specialties ; while the fourth keeps watch 
over the sales of bolts, nuts washers and cap screws, 
steel products, fittings and pipe, boiler room specialties, 
abrasives, and miscellaneous items. 


This division of responsibility has not only created 
worthwhile competition among the four officers, but also 
has been a distinct help to the salesmen in that they know 
they can go to one man and receive practical sales assist- 
ance on specific items. 


While this program of sales concentration has been 
operating but a year, it has already proved highly profit- 
able. ‘et’s look at the results. Up until November, 1932, 
May was the low volume point for the Galigher Com- 
pany. From May through September, business steadily 
increased and the latter month showed a sales increase 
over May of nearly 100%. While no figures are avail- 
able as to just how much business on specific items 


FEBRUARY, 1933 


A sales quota on each product classification is established for individual salesmen. 


Space is left to enter actual sales, 





















increased, reports from a number of manufacturers, 
whom the company represents, indicate that its pur- 
chases of several lines were double those of 1931. 


Another encouraging fact is that, as a result of the 
new sales plan, profits during 1932 averaged about 2% 
better than in 1931. 


Besides the increase in volume and profits, the new 
plan has also been of definite aid in developing individual 
accounts. In many instances, business on items not here- 
tofore sold certain accounts has been secured because 
now the men push all the major lines, not just a favored 
few. In order to get business on additional items, it has 
been necessary for the men to study the requirements 
of individual accounts more carefully. This phase of 
the market determination plan is very important. In 
order to do an intelligent sales job, it is absolutely essen- 
tial to know the needs of prospects. Then, and only 
then, can a salesman get the most out of his sales time 
and the prospect the ultimate in sales service. 


F course, the company’s weekly sales meetings have 
aided in making this new plan effective. Not only 

are the sales results of the men discussed with a view to 
helping them do a better job, but also practical informa- 
tion concerning specific items is developed. In this way, 
the men become better fitted to do a real selling job. 
The results obtained from this sales plan during its 
first year of operation have been all that could be hoped 
for. Sales effort has been stimulated and the study of 
markets in terms of products handled encouraged to the 
end that both volume and profits were increased. 
















Homer Porter has had wide 


accounting experience. For 
three years he worked as a 
book-keeper, accountant and 
assistant treasurer of an in- 
dustrial supply house. After 
entering the public account- 
ing field several years ago, he 
continued to prepare month- 
ly statements for this dis- 
tributor. As a public ac- 
countant, Mr. Porter has 
audited the books of many 
supply houses. In many 
cases, he has installed com- 
plete accounting systems for 
them. He has also worked 
on the books of hardware 
firms, lumber companies, de- 
partment stores, real estate 
companies and a great many 
other types of firms and for 
five years was assistant to 
the president of a bank. He 
holds a degree in business ad- 
ministration from the Uni- 
versity of Pittsburgh. 


INDING our own business 
M is a suggestion that people 
have given and accepted for 
a long time. Yet, today, many an 
industrial supply man is not minding 


his business ; he is just letting it drift 
10 


Are Your Accounting Methods Sound? 


Competition is too keen, sales volume too small and 
profit margins too narrow to depend on estimates in 
ascertaining the results of monthly business oberations. 
Homer Porter in a series of articles, of which this is 
the first, points out some of the pitfalls of inadequate 
accounting methods and sets forth in a non-technical 
manner, a simple, inexpensively operated system which 
any distributor can put to profitable use 


By HOMER PORTER 


Pittsburgh 


with the tide, and the tide, these days, 
runs too near the rocks for comfort. 

For several years prior to 1930, 
almost any business could make 
money. The business prospered in 
spite of the management, rather than 
because of it. But now, as most of 
us are well aware, conditions have 
changed. It takes more concentrated 
effort to withstand the forces that are 
at work. Someone has said, “Pov- 
erty is the North wind that lashes 
man into Vikings.” This may well be 
altered to read, “The depression is 
the North wind that transforms a 
good clerk or ‘order taker’ into a 
business man.” Certainly, a man 
must border the proportion of a busi- 
ness wizard to remain in business 
during the present time. 

3ut in spite of the statement we 
have just made that “a man must be 
a business wizard to remain in busi- 
ness, let us take an excerpt from a 
talk entitled “Some Problems of the 
Retailer,” recently made by Dr. Ju- 
lius Klein, Assistant Secretary of 
Commerce, Washington. He said, in 
part: “I am sure it will surprise you, 
as it did me, to learn that the depres- 
sion did not materially increase the 
number of firms which failed in busi- 
ness. That number has been growing 
more or less steadily during good 
periods as well as bad ones. In fact, 
there were actually fewer failures in 
the fiscal year 1930-31 than there were 
in the much better period 1929-30. 
The increase in the number of bank- 
ruptcies during 1927-28 was 11% as 
compared with but a little over 6% 
in 1930 over 1929. Mind you, these 
figures have to do with the number 


of failures. When it comes to losses 
of creditors through such failures, we 
find that during the depression they 
have been increasing considerably. 

“But, getting back to the causes of 
failure as revealed in the analysis of 
these bankruptcy clinics, which have 
been conducted in three or four east- 
coast cities, and in Chicago. The 
first, and one of the most successful, 
was that carried on through the cour- 
tesy and with the active help of 
Judge William Clark of the United 
States District Court of New Jersey, 
in which the Department collaborated 
with Yale University in analyzing the 
actual causes of more than 600 bank- 
ruptcies. Here are the results. Al- 
though many of the unhappy victims 
blame the business depression for 
their troubles, and naturally so, in 
most cases, not all, the real cause of 
their inability to weather the storm 
was, according to this study, one or 
more serious shortcomings on the 
part of the victims themselves. In 
particular, the bankruptcy records 
show these four quite preventable 
difficulties. 

“1. Keeping no accounts or very 
poor ones. Fifty-three per cent of 
the casualties analyzed were defective 
on this score of inadequate records. 
In fact, according to Professor Doug- 
las, of Yale, with whom the Depart- 
ment of Commerce has been working 
on this problem, only one out of four 
bankrupts keep really adequate sets 
of books. 

“2. Taking no inventories, thus be- 
ing ignorant both of the dangerous 
accumulation of unsalable items and 
of the rich possibilities of salable ones. 
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“3. Careless operation of credit policies. In one case 
after another, the victims had been suffering losses on 
their credit accounts running up to five per cent of their 
total credit business at a time when the average loss, 
according to our figures of successful retailers, should 
have been much less than one per cent. 

“4. Total lack of previous experience with the intricate 
technicalities of successful store-keeping. 

“I am stressing these points regarding the need for 
closer watchfulness on the part of retailers as to account- 
ing methods, credit control and inventories, particularly 
because the margin of profit, as every small retailer, and 
many a one who is not so small, knows only too well, is 
almost pitifully narrow. 

These are the findings of the Department of Com- 
merce and others working on the question of the causes 
of bankruptcies. Now, my experience as a public ac- 
countant bears these points out. Since we believe we 
know the causes of bankruptcies, let us try to find a 
cure for some of them, and a stimulant for other dis- 
tributors whose next step seems to be in the bankruptcy 
court. Most business men are or were salesmen, and 
good ones, but were more interested in increasing sales, 
than in decreasing costs. These two divisions of busi- 
ness, I believe, should coincide. It is very evident that 
if costs increase more than sales, certainly, no matter how 
much sales are, there will be no profit, and making a 
profit, after all, is the primary purpose of any business. 

I have been asked to give a brief summary of some 
of the suggestions which I have made as a result of my 
working with certain supply houses. I have tried to mold 
the better ideas acquired in working with these firms 
which might be used by any distributor of industrial 
supplies and equipment. These suggestions are not based 
on mere theory of questions involved, but on actual 
experience. 

Prior to entering the public accountancy field, I 
worked as clerk, bookkeeper, accountant, and assistant 
treasurer, in hardware companies, mill and mine supply 
houses, lumber companies, and other firms engaged in 
similar businesses. 

Many supply houses do not have monthly statements 
of their operations. They are like the blindfolded auto- 
mobile driver. They do, however, know by the fifteenth 
of March of the following year an estimate of their 
profit or loss. At this time, the bookkeeper prepares a 
statement of operations for the previous year. The 
Federal Income Tax Law makes this imperative. Despite 
the lack of monthly statements in many houses, I be- 
lieve they provide the best way for those in authority 
to check sales and expenses accurately. 

Provided in this article is a very simple, inexpensively 





A. B. : as = 


CURRENT ASSETS 








ash in Banks 2,435.20 
Office Petty Cash Fund 50.00 
Accounts Receivable, Customers 9,369.27 
Notes Receivable 850.30 
Less = Notes Receivable Discounted 680.90 
Merchandise Inventory (Book Value) 169.40 
18,150. 30,174.21 
CASH - FARMERS AND MERCHANTS BANK 
(Account in Liquidation) 640.20 
ADVANCES TO SALESMEN 680.30 
EQUIPMENT AND FIXTURES 
ffice Equipment 2,690.90 
Storeroom Equipment 3,820.00 6,310.90 
DEFERRED CHARGES 
Stationery Inventory (Estimated) 265.80 
Prepaid Insurance 687.80 
Catalog Expense 1,860. 


90 2,814.50 
40, 5 
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LIABILITIES AND CAPITAL ACCOUNTS 
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CURRENT LIABILITIES 


Accounts Payable 7,459.57 

Notes Payable - Bank 2,500.00 

Notes Payable - Others 300 12,459.57 
RESERVES FOR DEPRECIATION 1,897.12 
RESERVES FOR TAXES 68.36 


CAPITAL_STOCK OUTSTANDING 
Capital Stock Authorized 








25,000.00 
Less - Amount in Treasury §,000,00 20,000.00 
SURPLUS 
Surplus Paid in 5,000.00 
Surplus Earned, January 1, 1932 1,557.48 
Deduct - Net Loss, January 1, 1932 to 121080 6,198.0 
April 30, 1932, (Per Exhibit "B*) 362.42 1195.06 06 
40,620.11 














A SPECIMEN MONTHLY BALANCE SHEET. 


operated, and widely used form of reports. These re- 
ports have been used successfully by many industrial 
supply houses. The following experience is one case in 
point. A company wanted a public accountant to pre- 
pare its tax returns and I happened to be called in. At 
the beginning of the audit, I was told: 

“You prepare the profit and loss statement, but you 
will find, after you have completed the job, that we have 
made a profit of approximately $10,000.” 


FTER completing the work, I found that the com- 
pany had instead suffered a loss of $4,800 for the 
year 1931. After an error of $6,000 made by the book- 
keeper at the close of business 1930 was corrected, the 
surplus of the company did not decrease, but increased 
$1,200 the difference between the error of $6,000, 
when it was thought money had been lost, and the 
$4,800 loss in 1931, when the company thought it had 
made money. We found, also, that state capital stock 
taxes had been overpaid to the extent of about $800 for 
the years 1929, 1930 and 1931, a sum which was more 
than enough to pay for the accounting services. 
Before finishing with this company, I suggested the 
form of monthly balance sheet appearing on this page. 
By referring to this balance sheet each month, it is 
very easy to ascertain the exact financial position of the 
company. By reference to the previ- 





Mr. PORTER will be glad to answer questions con- 
cerning accounting practice from readers of Mill Sup- 
plies. There will be no charge for this information 
unless some actual work is done on the books. Address 
your questions to Mill Supplies, 520 N. Michigan 


Avenue, Chicago. 


ous month’s statement interesting 
changes may be noted. If desired, of 
course, a statement of comparative 
balance sheets may be _ prepared. 
Each business generally requires a lit- 
tle different form of statement, and 
the type best suited to individual 
needs should be chosen. 

The balance sheet on this page, I 
believe, needs little explanation, for 
the various items are self-explana- 
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The Committee’s Plan of Action 
A PROGRAM of action, which 
will carry through to the Louis- 
ville Convention has been adopted by 
the Committee. It includes the fol- 
lowing : 
1. Immediate and effective distri- 
bution of the facts developed by re- 
search through a series of four page 
folders. 

2. A cooperative publicity cam- 
paign with important industrial pub- 
lishers developed. 

3. Cooperation of other Associa- 
tions will be sought to stimulate their 
interest in the Committee’s work and 
secure their support to disseminate 
facts concerning the economic im- 
portance of the distributor. 

4. Develop correspondence with 
manufacturers with a view to help- 
ing them work out programs for sell- 
ing through the distributor. 

5. Put on a special campaign 
among members of the American As- 
sociation to get them to check their 
purchasing procedure to make sure 
they’re buying from distributors 
wherever practical. 

6. Develop and assemble additional 
facts. 

7. Publish a market data handbook 
containing a resume of important 
facts developed by the committee. 

8. Conduct a survey on the present 
buying practices of manufacturers to 
determine new sales opportunities for 
distributors. 

9. Develop facts showing what 
stock-keeping and warehousing cost 
the user. 

* * x 


Additional Studies Being Con- 
ducted by the Committee 
T HE survey made by the Com- 

mittee in 1931 showed that 65% 
of the industrial supply business was 
being placed through channels other 
than the distributor. The question 
has been raised as to which class of 
users is buying this 65%. 

It was well established by the 
Committee’s survey that large users 
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Activities 


buy but from 8% to 30% of their 
supply requirements from distribu- 
tors, the balance direct. Other studies 
have shown that 15% of the larger 
manufacturing plants in the country 
possess approximately 85% of the 
purchasing power. It is plain, there- 
fore, that the distributor has lost out 
because he has not successfully sold 
the large plants on the economy of 
buying from him. To secure a greater 
share of the potential business, the 
distributor must concentrate on the 
15% of the plants which have 85% 
of the buying power. 

To find out how distributors can 
obtain more business from large users 
now and hold it when business comes 
back, case studies are being made in 
a number of large plants in Pitts- 
burgh to determine: 1. What items 
are being purchased direct that dis- 
tributors could sell at a profit to 
themselves and a saving to the users; 
2. What it actually costs users to 
maintain stocks of items bought di- 
rect; and 3. How the distributor can 
better serve larger users. 

In addition to the case studies re- 
ferred to above, a survey among 
users by questionnaire is being made 
to find out: 

1. The value of present stocks as 
compared with 1929. 

2. How much loss has been taken 
due to price declines on items 
stocked ? 

* * * 
“Facts” Bulletins 

HE first | M C “Facts” bul- 

letin has been released by the 
Committee. It is headed, “Use facts 
to answer the user when he asks, 
‘Why should I buy from a distribu- 
tor when I can get a lower price di- 
rect from the factory?’ ” 

Then, the bulletin goes on to point 
out that the purchase price is only 
part of the story, that there are a 
number of other factors which enter 
into the cost of an item and must be 
considered. 

“If a user wants to buy at a lower 
cost than he can get from a distribu- 
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Recent news from Committee headquarters 


tor, he must save at least 15% on the 
original purchase price and then turn 
the stock on an average of more than 
434 times,” the bulletin reads further. 

Another important statement made 
reveals the fact that in 1931, 68% of 
the manufacturers of industrial sup- 
plies admitted that selling and dis- 
tribution costs are lower when sup- 
ply houses are used than when sales 
are made direct to the user. Since 
1931, several hundred factory 
branches have been closed and terri- 
tories turned over to distributors, still 
further evidence of the economy of 
this type of selling. 

These ‘Facts Bulletins” are pre- 
pared principally for the use of dis- 
tributors’ salesmen. They are of such 
a nature that they ‘can be left with 
the user. If you haven’t already se- 
cured a supply, write the Joint Mer- 
chandising Committee, Clark Build- 
ing, Pittsburgh. Copies are available 
in any quantity at cost. 

x * * 


Group Meetings 

NE of the largest J M C group 

meetings to date, was held in 
Cleveland at the Cleveland Hotel, 
January 20. Dinner was served at 
6:30 P. M. to 73 men in the mill 
supply industry from in and around 
Cleveland. 

R. Kennedy Hanson, secretary- 
manager, American Supply and Ma- 
chinery Manufacturers’ Association, 
presided. Sharing the honors at the 
speakers table were, Harry Ruhf, 
president, The National Supply and 
Machinery Distributors’ Association, 
H. F. Seymour, president, American 
Association, and H. H. Kuhn, gen- 
eral manager, Hardware and Supply 
Company, Akron, Ohio. 

Mr. Kuhn gave a brief sketch of 
the background of the Committee’s 
work. This was followed by a talk 
from Mr. Ruhf on the distributors’ 
interest in the program and by Mr. 
Seymour, who told of the manufac- 
turers’ interest in the JMC activities 
and objectives. 
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Ralph M. Gattshall delivered the 
principal address on the “Value of 
the Distributor to the Industrial Sup- 
ply User.” His talk was based large- 
ly on the survey data developed in 
the Committee. Following this talk, 
Mr. Cain, the new secretary, told 
what the JMC is doing at present to 
further this work. 

An open forum discussion con- 
cluded the meeting. Many interest- 
ing questions came from the floor 
indicating a keen interest in the move- 
ment. Distributors and manufactur- 
ers alike, wanted to know how they 
could cooperate to make the work ef- 
fective in their territory. At the 
“gong” of adjournment, every face 
was still present in the room, evi- 
dence of the interest that this meet- 
ing inspired. 

Mr. Gattshall reported that it was 
his twelfth meeting, and one of the 
most lively he has conducted. 

Representatives — both executive 
and salesmen—from the following 
houses attended: Hardware and 
Supply Company, Cleveland Tool and 
Supply Company, White Tool and 
Supply Company, The Strong, Car- 
lise and Hammond Company, The 
W. M. Pattison Supply Company, 
George Worthington Company, Bliss 
Supply Company, Chain Products 
Company, Cleveland Twist Drill 
Company, Columbian Vise and Man- 


ufacturing Company, E. W. Card 
Company, B. F. Goodrich Company, 
The Ferry Cap and Set Screw Com- 
pany, The Osborn Manufacturing 
Company, Cleveland File Company, 
L. S. Starrett Company, Brown and 
Sharpe Manufacturing Company, 
Lamson and Sessions Company, and 
Vortex Manufacturing Company. 

On January 23, a meeting of 45 
distributors and manufacturers gath- 
ered in Buffalo to hear R. M. Gatt- 
shall and W. E. Cain outline the ac- 
tivities of the Committee. 

Don S. Brisbin, vice-president, Co- 
lumbus-McKinnon Chain Corpora- 
tion, was chairman of the meeting 
and he spoke briefly concerning the 
organization of the Committee and 
how its work had progressed, 

After the addresses, an interesting 
general discussion developed. Out 
of it all came a suggestion that Buf- 
falo supply men organize a_ local 
group to stimulate interest in the 
movement. A tentative plan of or- 
ganization was set up to carry out 
this idea. 

The following companies had rep- 
resentatives at the Buffalo meeting: 
Buffalo Wholesale Hardware Com- 
pany, Beals, McCarthy and Rogers, 
Joseph T. Ryerson & Sons, Chisholm- 
Moore Hoist Corporation, American 
Steel and Wire Company, Columbus 
McKinnon Chain Company, Hewitt 


‘ 


Gutta Percha Rubber Corporation, 
Keystone Manufacturing Company, 
Burhans and Black, Cling-Surface 
Company, Diamond Saw and Stamp- 
ing Works, H. D. Taylor Company, 
Sumet Corporation, Curtis Supply 
Company, Root Neal and Company, 
Lumen Bearing Company, J. H. 
Ruckel and Son, and The Quaker 
City Rubber Company. 

Other meetings at which R. M. 
Gattshall spoke and which were ar- 
ranged by George Fernley, secretary, 
National Association, included Bos- 
ton on January 24, attendance 61; 
New Haven, Connecticut, January 
25, attendance 49; Newark, New Jer- 
sey, January 25, attendance 57; Bal- 
timore, January 26, attendance 22; 
and Philadelphia, January 27, at- 
tendance 102. The Philadelphia meet- 
ing, incidentally, was one of the best 
attended to be held thus far. 

At Philadelphia the following com- 
panies were represented: Abrasive 
Company, Alexander Bros., The 
American Pulley Co., Ampco Twist 
Drill Co., Armstrong Bros. Tool Co., 
Behr Manning Corp., The Belmont 
Packing & Rubber Co., Bethlehem 
Steel Co., Charles Bond Company, 
Brown & Sharpe Mfg. Co., Casanave 
Supply Co., The Cleveland Twist 
Drill Co., Cusack Hardware Co., 
Delta File Works; Henry Disston & 
Sons, Inc., (Continued on page 67) 





One of the largest group meetings held by the Joint Merchandising Committee was the Cleveland get-together which 
was attended by 73 distributors and manufacturers. 
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We Never Stop Modernizing 


While this company has just completed a two-year modernization pro- 

gram which involved the expenditure of thousands of dollars, plans are 

already being laid for additional improvements for as Mr. Mac Iver 

says: “Modernization is never completed. What is modern today is 
antiquated tomorrow”’ 


By H. D. MAC IVER 


Superintendent of Knitting, Phoenix Hosiery Company, Milwaukee 


E have just completed a modernization pro- 
W\ gram which lasted over a period of two years 

and included revamping our whole mill. It in- 
volved a large outlay in cash, but materials and labor 
will probably never be cheaper and hence we considered 
the expenditure a real economy. Already increased effi- 
ciency, reductions in the time required for many opera- 
tions, and better working conditions have more than 
justified the investment. In addition, savings and cost 
reductions are being realized in supervision, handling, 
rental, power consumption, process inventories, raw 
material inventories, supply inventories and finished 
product inventories. 

Before modernizing, our power consumption was 
widespread. Many of the machines were not producing 
and we were running more motors than necessary. Now, 
the active machinery is concentrated, and as the pro- 
ductivity of the operators is increasing, fewer machines 
are needed to carry the load. 

As a result of our rehabilitation program, the length 
of time required for processing from start to finish has 
been reduced by one-half. Production control has been 
made easier. With the elimination of bottle necks, the 
flow of work has evened out. 

Large areas of manufacturing space have been re- 
vamped. New floors, both wooden and composition, 
have been laid. Walls and ceilings were painted; new 
lighting systems installed; new lavatories, wardrobes, 
humidifiers, ventilators, benches, tables, sorting racks, 
humidifying yarn cabinets and cone trays put in. All 
old equipment, such as the seamless knitting machines, 
were equipped with new belting. To minimize repair 
work and to insure standard speeds, inefficient motors 
were junked and new ones purchased. Many thousands 
of dollars were spent in rehabilitation. The entire pro- 
gram was worked out over a period of two years, being 
completed on a dozen or more job orders, each carrying 
its own appropriation. 

In spite of the fact that a new layout has enabled us 
to vacate one building entirely, we are able to maintain 
an even greater rate of production than formerly. On 
two occasions since the change, we have operated at 
peak pre-depression capacity with the utmost ease and 

88. BD. Biacioe efficiency. Nowhere did the concentration produce con- 
“The distributor’s position has never been more favorable.” gestion. In fact, in the looping and seaming departments 
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where it formerly took two and one- 
half to three days to process a unit 
in the normal flow of production, 
it now takes two and one-half to 
three hours. 

The actual working out of the pro- 
gram embodied four or five major 
steps, the first of which was a care- 
ful survey of all equipment to deter- 
mine whether or not it was obsolete, 
which equipment was profitable to 
operate and which was employed 
only a very short time each year. 
This was done by a committee of 
operating heads which went through 
the entire plant, making notes on 
idle equipment and tabulating sug- 
gestions as to where better equipment 
could be substituted. 

In the dye house, for example, we 
had many dye tanks, dryers, and 
dyeing machines which were no 
longer being used, or used so little 
that they did not justify the space 
they were occupying. In the knitting 
rooms, both the full-fashioned and 
the seamless, there were many ma- 
chines employed only 3 months out 
of 12. They were occupying valuable 
space and were hooked up on active line shafts. In 
many departments, there were miscellaneous pieces of 
equipment which were no longer used, cabinets, benches 
and stocks of salvaged parts from scrapped machines. 
These were all in excess of our requirements, so our 
first job was to sell or otherwise dispose of as much of 
this equipment as we possibly could and remove what- 
ever was unsalable to an equipment warehouse where 
it could’ be secured at a moment’s notice if needed. 





As a part of the company’s modernization program, improvements in lighting 
were made. In place of the old drop lights with their inescapable high lights 
and shadows, a complete new lighting system was installed, using mercury vapor 
daylight lamps. They produce about 40-foot candles at the machines in contrast 
to the old average of 20-foot candles. The volume of light is constant and comes 





What Phoenix Buys From Distributors 


Ball Bearings Gages 

V Belt Drives Metal Working Machinery 
Chain Belt Drives Woodworking Machinery 
Speed Reducers and Gears Air Compressors 

Leather and Rubber Belting Welding Equipment 
Shafting, Hangers and Pulleys Portable Electric Tools 
Bearing Bronze Pumps 

Pillow Blocks Canvas 

Chain and Electric Hoists Valves and Steam Specialties 
Trucks and Truck Casters Chain and Wire Rope 


Wheelbarrows Packing 
Conveyor Belting Hose 
ils 


Diaphragm Sheets 

Pipe and Fittings 

Boiler Compound 

Hand Trucks Paint and Painters’ Supplies 
Drills and Reamers Waste and Wiping Rags 
Hack and Band Saws and Blades Grease and Lubricating Oils 
Taps and Dies Cutting Oils 

Circular Saws Brooms and Brushes 
Milling and Hobbing Cutters Cans 

Key Seating and Grooving Tools Bolts and Nuts 

Precisiv. Instruments Safety Equipment 


Nai 
Stencils and Supplies 
Box Strapping 


Brushes Blow Torches 

Saws Safety Switches 

Hammers Picks and Shovels 
Wrenches Ladders and Scaffolding 
Vises Fire Prevention Equipment 
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Improved Lighting 


from behind the operators. 


The second step, following the scrapping of obsolete 
equipment, was a survey of all space suitable for manu- 
facturing. Some good manufacturing space was being 
occupied by the service and maintenance departments, 
the carpenter, electrical, millwright and maintenance 
shops, and the stores. and equipment warehouse. These 
were all removed and concentrated in one portion of 
our plant which was not suitable to manufacturing, but 
lent itself readily to shop layout. With the survey show- 
ing the manufacturing space available, we then pro- 
ceeded to study the methods employed in each of our 
niajor operations for possible improvements in efficiency 
and routing. This called for the design of new equip- 
ment to take care of new requirements. 

After the obsolete equipment was disposed of and the 
service and maintenance departments were moved to 
less valuable floor space; and new equipment was 
designed to improve efficiency and routing, the actual 
moving or re-locating of departments from the stand- 
point of sequence of processes and concentration took 
place. By a minimum of shifting, we were able to place 
operations in the proper sequence and bring them much 
closer together. For example, the seamless knitting 
department had formerly been located in a building in 
another part of the city. Thus we were forced to oper- 
ate two yarn stores, one to service the seamless knitting 
room and one the full-fashioned. We were able to 
combine the two departments and place the winding 
department between the yarn store and the dye house 
in which the yarn was being processed. The seamless 
knitting unit was laid out in the same building as the 
full-fashioned. By shifting portions of the full-fashioned 
department into the space made available by scrapping, 
we were thus able to evacuate one complete building of 
250,000 square feet of floor space. Fortunately, it was 
a leased building with the lease terminating shortly 
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Cutting Costs 


The looping department where the heel and toe opening is closed. Formerly, 

looping, seaming and inspecting were departmentalized. Now they are set up 

progressively almost as one operation. With the new arrangement, handling and 
trucking costs have been greatly reduced. 


thereafter. Heretofore, the operations 
of looping, seaming, mending, and 
gray inspecting had been depart- 
mentalized separately for the seam- 
less plant and the _ full-fashioned 
plant. These are now concentrated 
into one department adjacent to the 
gray stock and finishing plant with 
the operations set up progressively 
from looper to seamer to mender to 
inspector. With this concentration, 
handling and trucking has _ been 
greatly minimized. 

Side by side with the new layout, 
improvements in lighting were made. 
In place of the old drop lights with 
their inescapable high lights and 
shadows, a complete new lighting 
system was installed using mercury 
vapor daylight larnps. They produce 
about 40-foot candles at the ma- 
chines in contrast to the old average 
light of 20-foot candles. The volume 
of light is constant and comes from 
behind the operators. 

To eliminate noise, vibration of 
machines, and the danger of pull 
threads and defective workmanship, 
each machine is now mounted on an 
individual bench with a_ built-up 
gumwood top. The old benches of 
hardwood and steel were noisy and 
unstable, and the vibration would 
“crawl” from one table to another. 
Bolts on the new benches are coun- 
tersunk, all possible machine parts 
are concealed, and the corners and 
top surfaces are highly polished to 
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eliminate the possibility for snags 
and pull-threads. These improve- 


Talking Modernization Is 
Good Sales Practice 


Tue Phoenix Hosiery Com- 
pany knows from experience 
that it pays to modernize. 
Hence, it is always receptive 
to ideas on how to improve 
plant conditions or operations. 
Other users are likewise mod- 
ernization minded, more so 
now, perhaps, than normally 
because of the nation-wide 
movement in the interest of 
industrial rehabilitation which 
has the backing of many of our 
most prominent industrialists 
and because it is an opportune 
time to put plants and equip- 
ment in tip top shape. As a 
matter of fact, modernization 
is something which most indus- 
trial users are or should be 
interested in talking about 
and distributors ought to take 
this fact into consideration in 


planning their sales programs 


ments, both in lighting and the elimi- 
nation of vibration and noise, are 
responsible for reducing the time 
between the knitting and finished op- 
erations about one-third. 

Formerly the long threads on the 
inside of hosiery had to be cut off 
by hand. Now, a long suction hose 
with a clipper attached, not unlike 
those used in barber shops, not only 
cut the threads, but also disposes 
of them. 

New humidifiers for color develop- 
ment, and blowers which produce 
much faster drying and do not dis- 
turb the skeins of the yarn have also 
been purchased and installed in the 
dye house. 

In the boarding department, new 
laundry washers for wetting our 
ingrains (yarn dyed before knitting) 
preparatory to boarding, eliminates 
the necessity of moving the work in 
process into the dye house. The 
ventilating system has been enlarged 
and designed to deliver to each 
operator a constant supply of cool, 
fresh air. Those who know of the 
excessive heat developed in the board- 
ing department realize what this 
means to the efficiency and comfort 
of the operators. 

In the pairing and packing depart- 
ments, operations were broken down 
into a greater number of progressive 
steps. Through this means, we 
secured and “centered” a control of 
quality in three or four expert 
inspectors who make the decision on 
all goods of doubtful quality. This 
is far superior to the old method. 
Ii not only cuts supervision costs, 
but we no longer have to rely on the 
individual judgment of several hun- 
dred inspectors with the aid of a 
haphazard spot check for control. 

While we view with satisfaction 
the modernization program of the 
last two years, we are by no means 
complacent about it. Modernization 
is never completed. What is modern 
today is antiquated tomorrow. Proj- 
ects of the next two years include 
changes proportionate in magnitude 
to those of the last two years. And 
four years hence we will probably 
begin revamping the mill in earnest. 
The plant which best survives any 
period of decline is, we believe, the 
one which keeps thoroughly modern. 

Industrial distributors can do much 
to make this present period of re- 
habilitation profitable to their custom- 
ers as well as themselves. Never has 
their position been more favorable. 
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OUR DISTRIBUTORS ARE NOT OUR CUSTOMERS— 
THEY ARE OUR PARTNERS 


An Explanation of Osborn’s *Method of Distribution 











Point No. 1 in Osborn’s Partnership Policy with Distributors 
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The Osborn Partnership Policy with Distributors 
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“We hail the 
announcement of the 
1933 Partnership,” 


SAYS 
H.C. Ellsworth 


“My friend, ‘Pete’ Boylan, highly esteeme d and well liked by all who know 
him, employs bowling terms in his interesting remarks regarding Osborn 
in the January issue of ‘Brush News’. 


“With apologies to ‘Pete’ for using his inimitable style, we’d say, in terms 
of our National Game, Osborn does not play to the grand stand but 1s 
always willing to make a sacrifce Ait for their team mate, the Distributor; 
and surely every Distributor will do the same for Osborn. This sort of 
team work spells success for Osborn’s Distributors. 

“Osborn’s symbol of Partnership the clasped hands — not only expresses 
the warmth of fecling existing between Osborn and their distributors but 


also is significant of their grasp of distributors’ problems and the hand 
that works for their solution. 


9’ 


Ve hail the announcement of ‘The 1933 Partnership’ and are glad to be, 


Your “Partner,” 
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Distributors Who Really Function Are 
Essential to Industry’s Well-Being 


Basing his views on the experience of his own 
company, Mr. Nash suggests ways in which the 
distributor can make his position even more secure 


than it is now 


By C. W. Nash 


Chairman of the Board, The Nash Motors Company 


UR buyer of non- 

productive goods 

has ample oppor- 
tunity to study at close 
range the sales meth- 
ods of the industrial 
distributor. He has 
found only two vulner- 
able spots in the dis- 
tributor’s attack. 

The most noticeable 
weakness is failure to 
follow up quotations 
with a personal solici- 
tation. All things being 
equal, the distributor 
who is interested 
enough to make a fol- 
low-up call, gets the 
business. 

Another pitfall in the 
operation of many sup- 
ply hous<s is the habit 
of order-taking rather 
than specialized selling. 
Today, the distribu- 
tor’s salesman has to 
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C. W. Nash urges distributors to: 


1. Thoroughly analyze customers’ indi- 
vidual requirements so as to be able to 
specify products intelligently. 

2. Develop sales forces of practical en- 
gineers. 

3. Do more specialized selling; less 
order-taking. 

4. Follow quotations promptly with 
personal solicitations. 


study the individual re- 
quirements of the user 
and be able to suggest 
the product which is 
best fitted for each spe- 
cific job if he hopes to 
meet and beat competi- 
tion. 

With production at 
low ebb and mainte- 
nance inventories re- 
duced to bed-rock, it is 
my belief that the in- 
dustrial distributor 
who scents every trail 
for potential business 
and develops a_ sales 
force of practical engi- 
neers will be able to 
weather the storm 
clouds better than 
either the manufacturer 
or user. 


The sixth of a series of 
statements by industrial lead- 
ers concerning the economic 
importance of the distributor. 
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On Changing List Prices 
HANGING list prices is a costly pro- 


cedure and manufacturers ought to 

think twice before doing it. The mo- 
ment new list prices are put into effect, 
countless catalog sheets and price lists be- 
come obsolete. The manufacturer, of course, 
can often protect himself against list price 
changes because he knows about them ahead 
of time and can prepare himself. Not so, 
however, with the distributor. Portions of 
new distributor catalogs may become out- 
dated overnight, because some manufacturer 
or group of manufacturers decide to put in 
list price changes. 

If it becomes necessary to revise prices, 
how much more sensible it would be to 
change discounts rather than the list. In this 
way, the distributor would be protected 
against the possibility of getting stuck with 
a lot of obsolete catalog pages in his own 
hands as well as those of his customers and 
at the same time the manufacturer would ac- 
complish his purpose. 


YK 


How Much Stock Should a 
Distributor Carry? 


T is generally agreed that the distributor's 
I position has been greatly strengthened 
during these hard depression years. 
Ample proof of this fact is easily obtained. 
Manufacturer after manufacturer has been 
closing branches, having found it more eco- 


nomical to let the distributor serve their in- 
terests and the user’s. 


More manufacturers have publicly an- 
nounced sales policies recognizing the eco- 
nomic importance of the distributors the 
past three years than during the other 29 
years of the twentieth century. 


Industrial users, too, have found a greater 
need for the distributor during these stress 
times than at any other period in their his 
tory. With plants operating at but a frac- 
tion of capacity, it has been necessary to cur- 
tail expenses at every turn. One place where 
many users have been able to make real 
economies has been in the storeroom. Some 
users, and large ones, too, have learned from 
experience that it doesn’t pay to anticipate 
their industrial supply requirements, necessi- 
tating the maintenance of large stocks with 
the accompanying expenses incurred through 
costly warehousing space, clerical help, in- 
ventory systems, insurance and stock deteri- 
oration and obsolescence. 

For the past several months, outstanding 
industrial leaders have emphasized in MIL 
Suppties the fact that the distributor today 
is more necessary than ever; that he has his 
greatest opportunity for advancement. Such 
men as C. W. Nash, chairman, The Nash 
Motors Company, Fred W. Sargent, presi- 
dent, Chicago and North Western Railway, 
Otto H. Falk, chairman, Allis‘Chalmers 
Manufacturing Company, Charles S. Pearce, 
president, Colgate-Palmolive-Peet Company, 
N. G. Symonds, vice-president, Westing- 
house Electric and Manufacturing Company, 
and Ludington Patton, vice-president, Pitts- 
burgh Plate Glass Company, know what 
they're talking about, too. 


With manufacturers and users more de- 
pendent upon the distributor, it follows that 
his responsibility to industry has increased in 
direct proportion. Therefore, if the distrib- 
utor, as an industry, is to capitalize on his 
opportunity, he must be prepared to fulfill 
satisfactorily his obligations to producer and 
consumer. 

One place in particular where the distrib- 
utor must not fall down on the job is in the 
matter of maintaining adequate stocks. A 
manufacturer has a right to expect the dis- 
tributor to carry enough of his merchandise 
to take care of the everyday needs of users 
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out of stock. Rush orders once in a while 
are justifiable, but it is not fair for a distrib- 
utor to let his stock run down to the point 
where he cannot give real service day in and 
day out. 


Many manufacturers, who admit they 
need the distributor, decry the fact that in 
many instances he expects exclusive rights to 
a definite territory and a commission on all 
business done in it, but refuses to keep his 
stocks up to the point where he can give 
prompt, efficient service. 

Obviously, there are two sides to this 
question of what constitutes an adequate 
stock. Probably at times the manufacturer 
is inclined to be a bit overenthusiastic as to 
the amount of money a distributor should 
tie up in his merchandise. On the other hand, 
it is very probable that the distributor today 
is leaning too much in the other direction. 

The only fair way to settle this much- 
mooted question as to how much stock a dis 
tributor should carry is for manufacturers to 
show the distributor where their products 
are used and then let him study his own mar- 
ket carefully to arrive at a reasonable sales 
potential. Then, based on a fair turnover, it 
should be an easy matter to determine just 
how much stock would be adequate. 


ws 


Practical Accounting 


F ever a business must watch its pennies, 
it's now. Little leaks here and there 
mount rapidly and may easily mean the 

difference between profit and loss. 

The best check against business leaks is an 
accurate accounting system. As a matter of 
fact, no business can afford not to know ex- 
actly where it stands from month to month, 
Bankruptcy records show that in most cases 
business failures have been due to shortcom- 
ings on the part of the victims themselves, 
rather than to the depression. Lack of ade- 
quate records is revealed as one of the major 
causes of business failures. 


Maintaining a practical, sensible account- 


ing system in a supply house is neither diffi- 
cult nor costly as Homer Porter, accountant, 








points out in a series of articles he has pre- 
pared for Mitt Supptiss, the first of which 
appears in this issue. 

Mr. Porter, who has had wide accounting 
experience, not only sets forth an inexpen- 
sively operated accounting plan for distribu- 
tors, but also has agreed to answer any ques- 
tions on accounting practice put to him by 
readers of Mitt Suppuigs. 

Be sure to read this series of articles be- 
ginning on page 10 and if you have any 
questions to ask, send them in. 


x 


Increasin Profits in a Year 
0 Depression 


OW to increase sales and profits is a 
subject of commanding interest to 
every distributor. Thus, the article 

on page 8, telling of a sales plan adopted 
by The Galigher Company, which accom- 
plished that purpose, should be widely 
read. 

High lights of the Galigher sales program, 
which has proved so practical, include the 
grouping of products handled into 16 major 
classifications, the setting up of weekly and 
monthly sales quotas for individual salesmen 
in each classification, the checking of sales 
results each week, the open discussion of in- 
dividual cases in weekly sales meetings, and 
the division of responsibility for sales among 
four men. Profitable results have been a 
large increase in volume and the stepping 
up of net profit approximately 2%. 

In order to set up its sales program, Gal- 
igher had to take inventory of past sales 
results on specific lines and in so doing dis- 
covered considerable potential business 
which was being overlooked. 

Thus, this company found out a general 
upturn in business wasn’t the only thing 
that could stimulate its business; that real 
progress in that direction could be made if 
its own efforts were properly applied. 

Isn't it likely that too many of us are 
worrying about how bad conditions are, 
rather than taking our own “business bulls” 
by the horns and getting the most out of 
what there is to be had? 
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W HO’S WHO 


VER half a century in 
the employ of one con- 
cern is the record of E. 


B. Hunn. He himself has very 
little to say in regard to this 
achievement and the information 
to follow comes, therefore, from 
those who have been closely as- 
sociated with him. This alone is 
suggestive of Mr. Hunn’s per- 
sonality—a man who prefers to 
remain in the background, yet 
one who has directed the efforts 
of others in that concern for 50 
of the 52 years he has been em- 
ployed. 

Mr. Hunn first came with the 
Mersick Company at the age of 
17, taking a position in the office 
as bill clerk. A year later he re- 
quested, and was granted, a trans- 
fer to the store where he waited 
on the trade. At that time, the 
company was largely a _ retail 
hardware store, with some busi- 
ness from the wagon and car- 


E. B. HUNN 


Manager Mill Supply Department 
The C. S. Mersick and Company 
New Haven, Connecticut 


For more than half a century 
E. B. Hunn has been buy- 
ing from manufacturers 
and at the same time sell- 
ing them on the value of 
merchandising through the 
distributor. 

Despite the large variety 
of lines carried, Mr. Hunn 
has always been a stron 
advocate of specialization 
as a means of greater profit 
to the distributor and 
greater service to the man- 
ufacturer. Because of this 
he is known as the “father 
of departments.”’ Each 
depariment has its own 
head who is fully responsi- 
ble for its success. He has 
personally selected and 


pany itself he has grown slowly, 
steadily, but surely. Mr. Hunn 
himself would be the last one to 
claim that there was anything 
spectacular in his advancement. 

Dependability is perhaps the 
one word that best sums up Mr. 
Hunn’s character. He keeps ap- 
pointments at the designated time 
and leans backward in the matter 
of rigid honesty in his dealings 
with others. When Mr. Hunn 
says that goods are of such and 
such a quality and will be deliv- 
ered at a certain time the cus- 
tomer can dismiss the matter 
from his mind, knowing full well 
that every promise will be ful- 
filled. 

The plumbing, electrical and 
automotive departments were 
each an outgrowth of the mill 
supply department and men go- 
ing into those departments were, 
for the most part, trained by Mr. 
Hunn. When men left the em- 
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riage factories in that section. ploy of the company, it would 
Mr. Hunn strongly favored spe- trained many of these men usually be his duty to train men 
cial effort on industrial sales and and their success reflects the for the vacant positions and it is 
einige ne Ph agen salesman seteiniiens of Bits judgment doubtful if any Earator in the 
was hired for this work. The . United States has trained as 
force totaled 4 or 5 men at that and teachings. many successful salesmen as Mr. 
time, compared with 240 today. Hunn. 
R. S. Woodruff, who later became Governor of Con- Yet despite his record in training salesmen, Mr. Hunn 
necticut and one of the directors of the Mersick Com- has done very little actual selling of goods. This does 
pany, was the new salesman. Mr. Hunn gave the new not mean that he lacks sales ability, but merely that he 
man what advice he could before starting his first trip. confines his work to selling himself and his company. q 
Later other salesmen were hired and, in turn, Mr. Hunn _ In doing this, he makes an annual trip over the territory 
gave each advice and suggestions, though it did not occur contacting the more important customers and furthering 
to him that he was an executive at this time. good will. Actual orders he knows will follow if the 
The realization came when the company subscribed to customers are sold on the house, its policies and its men. 
Iron Age Magazine for him and the first copy came Golf is his principal recreation. Travel is a hobby 
addressed to “E. B. Hunn, manager of the mill supply with Mr. Hunn, the pursuit of which has taken him 
department.”” Mr. Hunn regarded this. address with throughout the United States as well as Europe. 
interest and took the magazine home that evening, where | 
Mrs. Hunn also read it. After some consideration it - 
was decided that this was the official recognition of Mr. 
Hunn as head of the mill supply department, which This is the forty-sixth of a series of biog- 
position he has held ever since, though at present he is raphies of outstanding distributors pub- 
also a director in the company and financially interested. lished by Mill Supplies. 
[his experience seems to he typical of Mr. Hunn’s 
increasing importance to the company. Like the com- — 
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EPENDABILITY is perhaps the 
one word that best sums up E. B. Hunn’s character. He keeps appoint- 
ments at the designated time and leans backward in the matter of rigid 


honesty in his dealings with others.” 
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How Distributors Can Bring 
About a “‘New Deal” 


N a recent letter to Mitt Sup- 
I pLies, W. E. Cross, vice-presi- 
dent, Victor Saw Works, Middle- 
town, New York, makes four sug- 
gestions which, if carried out by dis- 
tributors, he believes will make for 
greater progress in the industry. He 
writes : 

“The country has called for a 
‘new deal’ and it is hoped that dis- 
tributors will shuffle the cards and 
hand themselves a new deal of con- 
structive operating methods to be 
employed in their business. The dis- 
tributor believes his industry to be 
of economic importance and yet he 
is forced to admit that it is selling 
but 35% of the industrial supplies 
sold. The other 65% is being sold 
by manufacturers direct, manufac- 
turers’ representatives and _ other 
agencies. Certainly there are basic 
reasons why the progress of this in- 
dustry is being impeded and I want 
to make a few suggestions to dis- 
tributors which I think offer the 
most direct route to profits. 

“1. Purchase only from manufac- 
turers who have a national sales pol- 
icy that insures distributors protec- 
tion from direct competition. The 
most devastating havoc is wrought 
to the distributing industry because 
of its embracing manufacturers who 
ignore the very purpose for the ex- 
istence of the distributor. Every 
purchase a distributor makes from a 
competing manufacturer undermines 
the future of the distributing indus- 
try. 

“2. Standardize on well-known, 
non-competing lines. Not adhering 
to such a policy is a paramount evil, 
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520 NH, Michigan Ave., 
Chicago 111, 





tying up unnecessary capital, adding 
to the cost of doing business, and 
preventing operation at a profit. Let 
me illustrate. Is it not a fact that 
your purchasing department has 
bought unwisely of some lines of 
“just as good” merchandise that you 
have had no opportunity to turn into 
cash because buyers are spending 
their money with care and insisting 
on standard, well-known brands? 
Handling competing lines makes it 
impossible to secure a_ reasonable 
turnover, thus freezing up funds that 
could otherwise be gainfully em- 
ployed. 

“3. Insist that the manufacturers, 
on whose lines you are concentrat- 
ing, educate your salesmen properly 
so that they understand thoroughly 
how to sell them. Also, point out to 
your men why you have selected cer- 
tain lines over competing ones. Such 
a policy builds for closer cooperation 
within an organization. 

“4. Set up an adequate, fair sales 
policy and see that it’s carried out.” 

x * * 


Reactions to Allen’s “Movie” Idea 
HE suggestion of W. C. 
Allen regarding the making 
of a moving picture by the Joint 
Merchandising Committee explain- 
ing the economic importance of the 
distributor is excellent, but with the 
recent reorganization of the Commit- 
tee, I really believe we will get this 
message over in better shape by a 
more personal and direct method. 
“As I understand it, R. M. Gatt- 
shall will devote his entire time to 
selling this idea to the world at 
~ Editor’s note: In the December issue of Mux 
Suppties, W. C. Allen suggested that the Joint 
Merchandising Committee consider the making of 


a talking moving picture which would emphasize 
the economic importance of the distributor. 


large; that he will hold meetings in 
practically every city to which will 
be invited salesmen, executives, pur- 
chasing agents, factory superintend- 
ents, in fact everyone to whom the 
story means something. 

“T would like to see this plan tried 
before an investment is made in the 
moving picture and projection ma- 
chines. By the way, I think the pro- 
jector could be left out entirely as 
nearly every house has someone in 
its employ who owns one.”—H. H. 
Kuhn, general manager, The Hard- 
ware and Supply Company, Akron, 
Ohio. 

“W.C. Allen’s idea is a good one 
and it might well be discussed at 
the 1933 convention. If the money 
necessary to put over this plan can 
be raised—and it seems to me this 
industry can raise it—and the proper 
set-up arranged for showing the 
picture and securing lecturers to in- 
troduce it, it looks to me like a for- 
ward step. The right kind of a pic- 
ture would certainly bring forcibly 
to the attention of the buying and 
selling public the best and most eco- 
nomical methods of purchasing in- 
dustrial supplies.’—Alvin M. Smith, 
president, Smith-Courtney Com- 
pany, Richmond, Virginia. 

“If the Committee were fortu- 
nate enough to have $30,000 on hand 
to play with, then the experiment 
suggested by Bill Allen with respect 
to a ‘movie’ might be worth a trial. 

“Bill’s suggestion may have con- 
siderable merit, but the whole matter 
should be carefully investigated and 
a plan of presentation thoroughly 
worked out. The stunt may or may 
not prove a success. Not being a 
‘movie’ fan myself, I do not feel 
qualified to pass final judgment. 
After all, it is not so much the in- 
spiration, as suggested by Bill Allen, 
that is to be considered. That which 
is at the bottom of the whole sub- 
ject is the financial condition of the 
Committee. It hasn’t $30,000 to 
blow in on this experiment and I 
question whether that amount of 
money could be raised. 

“Please do not think I am trying 
to throw cold water on the sugges- 
tion offered. I think it would be well 
to carry the matter in the back of 
our minds with the thought of bring- 
ing it forward at some time in the 
future."—D. C. Jones, vice-presi- 
dent, The Lunkenheimer Company, 
Cincinnati. (Continued on page 28) 
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A CHAIN:-FOR EVERY DRIVE AND CARRY 


Why Rex Chain 


will add to your sales— 


UNIVERSAL USE 


The field of chain drives and conveyors is almost uni- 
versal. There is hardly an industrial that your men 
are calling on which does not purchase some sprocket 
chain. There is a business waiting for you. 





Rex Detachable 


BUSINESS TODAY 


Somebody is getting a nice volume of sprocket chain 
business in your territory this year—for repair and 
replacement sales increase as new equipment buying 
slacks. You can get sales now. 


Rex Griplock — Riveted, Cottered 
or Bolted Construction 


A COMPLETE LINE 


The Chain Belt Company offers a well-established 
and complete line of chain for drive and conveying 
service. With it, you will be in a position to go after 
practically every replacement sale in your territory. 


Rex Roof Top Transfer 


A STABLE SPECIALTY 








Chain is stable in its sale, a staple in its use, but be- 
cause of the requirements of accuracy, it is a specialty 
in its manufacture. The Chain Belt Company Line of 
Rex Chains has been outstandingly successful for 
42 years. 





Rex Ley Bushed 


LESS COMPETITION 


The distributors handling a complete line are rela- 
tively few. The line, however, is not difficult to sell. 
A sales organization that is adequately specialized in 
industrial selling is in a splendid position to handle it. 





Rex Durobar Combination 


FIELD CONTACT 


In addition to the contact with the executives and 
chain engineers of the Chain Belt Company, a branch 
manager near you, who knows your territory, and 
who is skilled in design and application, will be in 
constant touch with you on chain sales possibilities. 





Rex Griplock Roller 
SALES HELPS 


The Rex Line of Chains has been continuously adver- 
tised to industry for many years. Samples, literature, 
and mailing material will be furnished you without 
cost on all products of the Chain Belt Company that 
you will sell. 





Rex Unicast Roller 


IT’S WAITING 


Drives are wearing out—that’s natural. When they 
go, the wheels stop—sales start. Here is a real line for 
the distributor—to augment present sales on present 
lines to people on which your men are now calling. 





Rex Chabelco— Offset Sidebars 


We would like to show you the possibilities in your territory. Would you write today? 


CHAIN BELT COMPANY 


1622 WEST BRUCE STREET, MILWAUKEE, WIS. 


REX CHAIN 


Bearings, Belt Idlers, Buckets, Castings, Construction Machinery, Conveyors, Set Collars, Sprockets, Take-Ups 








“I have read W. C. Allen’s ar- 
ticle with interest and no one can 
dispute the fact that a picture of 
this kind would be effective but 
there is a practical side to it which 
must be considered and that con- 
cerns getting the money to pay 
for it. 

“Allen’s idea of reaching 250,000 
interested people at a low cost is 
comparable to a suggestion made to 
us by the Saturday Evening Post 
that through it we could reach an 
enormous number of readers at a 
low cost per reader. It’s true, of 
course, but results would not justify 
the expenditure. 

“Personally, I think the best set- 
up is that in which the three secre- 
taries work closely with Mr. Gatt- 
shall, organizing group meetings to 
hear the Committee’s story.”—H. F. 
Seymour, The Columbian Vise and 
Manufacturing Company, Cleveland. 

“The suggestion made by W. C. 
Allen is interesting. We, as_ the 
publicity committee at the time we 
were functioning, had considered 
the moving picture idea and were 
somewhat favorable to it. The only 
obstacle to be overcome is the ex- 
pense and I do not see how the 
Committee can commit itself to 
spend the necessary money to make 
a picture at this time. 

“The idea is a good one, however, 
and should have consideration when 
the proper time arrives.”"—H. E. 
Ruhf, The Cleveland Tool and Sup- 
ply Company, Cleveland. 

“Although I believe the idea of a 
talking motion picture to be used in 
putting over the idea that distribu- 
tors serve industry economically has 
very much merit, still I do not think 
it would be wise to allow such a 
proposition to exclude trade paper 
advertising, organized speaking bu- 
reaus or printed literature. I also be- 
lieve that the cost given by Mr. Allen 
for making and showing such a pic- 
ture is much higher than necessary.” 


Horace Armstrong, Armstrong 
Brothers Tool Company, Chicago. 
* * x 
Impressed 


‘sy THOUGHT you would be 

I impressed, as I was, with the 
fact that inquiries came in from all 
over the United States asking us 
for cards such as were discussed in 
recent articles in Mitt Supp ies. 
These inquiries came from Holyoke, 
Massachusetts; Newark; Los An- 
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geles; Muskegon, Michigan; Phila- 
delphia; Louisville; Milwaukee; 
Trenton, New Jersey; Greenville, 
South Carolina; Chicago, and St. 
Louis. 

“IT wrote you some time ago con- 
gratulating you on the distribution 
of your magazine and I believe this 
again confirms the fact that MILL 
SuppLies is well read.”—Russell C. 
Duncan, president, R. C. Duncan 
Company, Minneapolis. 

* * * 


What Others Think of the Curtis 
Suggestion 


Editor’s note: C. E. Curtis in commenting on 
the Industrial Rehabilitation movement in De- 
cember, expressed the opinion that the main 
weakness of the plan is in the inability of con- 
cerns, which need and want to modernize, to 
finance the work. Mr. Curtis suggested that 
steps be taken to make it possible for the R. F. 
C. to use certain of its resources for this work. 

* * 7. 


66 HAVE read the communica- 

tion you have published from 
C. E. Curtis with reference to the 
possibility of the Reconstruction 
Finance Corporation making loans 
for rehabilitation purposes. 

“There is no doubt that funds are 
needed to enable concerns which 
need to rehabilitate but do not have 
the funds and, unfortunately, as a 
rule the ones which have the least 


funds are those which have the 
greatest need for modernization. 


There is some talk of broadening the 
powers of the R. F. C. to permit 
loans to industry for capital goods’ 
purchases but the practical working 
out of such a plan would take care- 
ful study. 

“Of course, any company which is 
a good credit risk can finance its pur- 
chases through organizations such as 
the C. C. C. and C. I. T., the rates 
for which financing are, I think rea- 
sonable. The latter organization, 
however, is impractical because it 
cannot lend for longer than 90 days. 
The great difficulty is that every con- 
cern feels it is entitled to credit and, 
while we have been criticising the 
bankers, if we were in their shoes we 
would probably see the matter in a 
different light. 

“We realized at the time this Com- 
mittee was formed that, without a 
financing corporation of some kind, 
our work would be considerably cur- 
tailed, but we felt and still feel that 
there are enough concerns in the 
country with funds to finance their 
own purchases so that if they can 
be induced to modernize, sufficient 
impetus would be given to business 
to start the ball rolling. 


“I cannot agree with Mr. Curtis’ 
statement that ‘no manufacturer who 
needs equipment knows it better 
than himself’. I think it is fair to 
say that in lots of cases there are 
executives who have a need for mod- 
ernization, but due to the fact that 
they have been preaching economy 
for the past two years or more, the 
result is their plant managers, seeing 
nothing but red figures and always 
fearing they may lose their jobs, 
have not requested money for im- 
provements even though badly 
needed, but rather have continued to 
report the plants in good condition. 

“We have asked our various 
chairmen to go back to any execu- 
tive who says his plant has been kept 
in A-1 condition with the request 
that he ask his plant manager to re- 
port any cases where money might be 
spent for modernization on the basis 
of a return of at least 20% to 25%. 
When no cases in a plant are re- 
ported after such a request, we will 
have to grant that the plant is prob- 
bly in good shape.” Joseph Dil- 
worth, managing director, Commit- 
tee on Industrial Rehabilitation, 
Pittsburgh. 

“[ think Mr. Curtis has an idea 
worthy of merit, but in order to get 
to such a ruling by the R. F. C.,, it 
would require more time than is de- 
sirable and it seems to me that we 
already have the machinery set in 
motion to accomplish the job. I re- 
fer to the use of trade acceptances. 

“Assuming with Mr. Curtis that 
plants throughout the country need 
to rehabilitate and that they are not 
flush with ready cash, the manufac- 
turer or distributor can furnish 
them with their requirements and ac- 
cept in return trade acceptances due 
in 90 days. This paper can be dis- 
counted by the Federal Reserve 
Bank. 

“Let’s assume it would require at 
least a year to pay for this equip- 
ment. The vendor could make his 
arrangements with a local Federal 
Reserve Bank to accept in payment 
of the 90 day acceptance some cash 
and a new trade acceptance for 90 
days. This phase of it might be 
slightly more cumbersome merely be- 
cause it would be necessary to write 
new acceptances every 90 days, but 
this machinery is already set in mo- 
tion and requires no new laws or rul- 
ings but merely the initiative to go 
forward with it. (Turn to page 60) 
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HEADED AND THREADED PRODUCTS 


ron EVERY NEED... 


When wholesalers’ and retailers’ stocks need replenishing, it’s 
a good thing to remember that the warehouse stock at Upson 
is complete. More than five thousand items are carried regularly, 
every item backed by Upson experience and of a quality that 
only a manufacturer of long standing can produce. An Upson 
Price List should be on your desk. Mailed upon request. 


Carriage Bolts Plow Bolts Tire Bolts Turnbuckles 

Machine Bolts Step Bolts Lag Screws Belt Fasteners 

Stove Bolts Elevator Bolts Wire Rope Clips Large and Small Rivets 
Hot Pressed, Cold Pressed and Semi-finished Nuts and Washers 


uP$ ON NUT So £1 + to & 


REPUBLIC STEEL 


CORPORATION 


CLEVELAND, OHIO 
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Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 
other fields of distribution 


Controlled Distribution Discour- 
ages Price Cutting 

ECIL SMITH, managing direc- 

tor, Yardley and Company, Lim- 
ited, in an article in the November 
issue of the Executives Service Bul- 
letin, states the experience of his 
company as being that only by main- 
taining a close control over his distri- 
bution can a manufacturer hope to 
discourage price cutting. 

In this case demand was created 
by advertising and direct selling to 
the point where the service whole- 
saler really needed the line. Then 
terms were arranged with the whole- 
saler which required a spread between 
his price and the going resale. The 
proposition was made attractive to 
the wholesaler by the limitation of 
the number of outlets to just a suffi- 
cient number to serve any particular 
territory. Thus, profit was guaran- 
teed to the wholesaler, not so much 
through an attractive spread but by 
an assurance of steady volume with 
advertising support. 

It has been found that this sales 
plan, operating in a field which is 
noted for predatory price-cutting, has 
operated to maintain prices at a prof- 
itable level. Further, it may be added, 
sales figures for 1932 held even with 
those for 1929. 


x * * 


Monthly Statements Discontinued 
OTOR World Wholesale for 
September gives the reasons 

why one automotive wholesaler de- 

cided to stop sending out monthly 
statements. 

The cost of sending statements to 
1,000 accounts cost $30 in postage 
alone, to say nothing of the labor in- 
volved in making out the statement 
and envelopes and the cost of print- 
ing the statement forms. Since an 
invoice was sent to the buyer with 
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every order and many invoices were 
discounted anyway, the expense in- 
volved in the monthly recapitulation 
was considered unnecessary. 

The practice was discontinued 
around the first of the year 1932 at 
which time the increased postage rate 
had not gone into effect. Naturally, 
with the three cent rate in effect, the 
savings affected have been materially 
increased. It is not believed that the 
omission of the monthly statement 
has caused any inconvenience to cus- 


tomers. 
* 2 * 


Refrigerator Salesman’s Day 
Outlined 

EX COLE, president, Rex Cole, 

Incorporated, New York, world’s 
largest distributors of General Elec- 
tric refrigerators, outlines, in the 
January issue of Executive Service 
Bulletin, a typical day for a refrig- 
erator salesman which may prove to 
be an eye-opener to many distributors 
and their salesmen both from the 
point of view of the close supervision 
of salesmen and the number of hours 
put in, 

Salesmen report at 8:45. At this 
time each lists 25 “cold” prospects in 
his territory. At 9:10 this list is 
turned in to the branch manager. 
From 9:30 to 12:30 each salesman is 
expected to make the calls on his list. 
It has been shown that only 20% of 
these calls will be productive of good 
interviews. Out of these he probably 
will succeed in making one or two 
definite evening appointments to tell 
his story to husband and wife to- 
gether. Added to this, the salesman 
has a prospect list of 500 and out of 
these he makes four “crash” calls in 
the evening, making the total evening 
calls about six. 

From 1:30 to 4:30, the salesman 
is expected to make at least 12 call- 
backs in an attempt to secure appoint- 


ments and to follow any further leads 
he may have secured. At 4:30, he re- 
ports to the branch office and presents 
to the branch manager his canvass 
sheet on which each name is reported. 
Prospects who were out in the morn- 
ing are phoned at this time. 

From 7:15 to 9:30 in the evening, 
salesmen fulfill appointments made 
during the day. Salesmen, on evening 
calls, are expected to try for a clos- 
ing. Use is made of slides and other 
sales helps in doing this. 

The branch manager is in his office 
at 9:30 to receive personal or tele- 


phone report on the evening’s work. 
x ok O* 


New Guide to Industrial Markets 
Presented 

FRESH compilation of basic 

marketing data especially de- 
signed to aid sellers of products con- 
sumed in the manufacturing indus- 
tries to locate their markets more 
accurately and economically and esti- 
mate probable demand is offered to 
business men of the country in the 
Commerce Department’s newest trade 
publication, “Manufacturing Market 
Statistics.” 

A prominent feature of the new 
study is a plant-location section show- 
ing for the first time on the basis of 
the 1929 Census of Manufactures the 
location by state and county of more 
than 200,000 manufacturing concerns 
representing a market for $36,000,- 
000,000 worth of materials, classed in 
326 primary inquiry groups. Exam- 
ples of use of the report’s data in 
problems of practical market analy- 
sis are also included. . 

“Manufacturing Market Statistics” 
presents in compact, readily usable 
form the Census of Manufactures 
data for all industries showing such 
market indicators as number of 
plants, workers, wages and salaries, 
horse-power of equipment, material 
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eeeee Drop forging from clean ductile 
steel results in a fine grained, tough 
structure which is free from inherent defects 
and welds easily eee « « There is little danger 
of cracking subsequent to welding since the 
structure is normal eeeee Welding similar 
metals is less troublesome and remedies the 
ills of contact corrosion. 


HENRY VOGT MACHINE CoO. 


INCORPORATED 


LOUISVILLE, KENTUCKY 


Manufacturers of: Drop Forged Steel Valves and Fittings, Oil Re- 
finery Equipment. Water Tube Boilers, Ice Making 
and Refrigerating Machinery, Heat Exchangers. 


New York 
Chicago 
' Cleveland 
@ Philadelphia © 
Dallas 
Cincin:. .ti 
Kansas City 
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cost and value of output, by states, 
cities of 10,000 population and over, 
and major industrial areas. 

Added to this are state totals of 
plants, workers, wages, materials and 
products for each of the 326 leading 
industrial groups, together with the 
geographical distribution on a county 
basis of the plants in each industry. 

A number of maps illustrative of 
methods of studying the industrial 
market are offered to assist the mar- 
keting and advertising executive in 
applying the material to his own par- 
ticular needs. 

* * * 


1931 Sales of Machine Tool 


Accessories 

According to the preliminary fig- 
ures of the Bureau of the Census the 
value of machine-tool accessories and 
machinists’ precision tools made dur- 
ing 1931 was 60.1% under the fig- 
ure for 1929. For 1931 the value 
was $73,153,127 as against $183,- 
138,948 in 1929. These figures in- 
clude small tools made as secondary 
products in other industries. 

‘The accompanying chart portrays 
the drop in four typical machine tool 
accessories, the sale of which is of 
importance to distributors. Also por- 
trayed is the very distinct slowing up 
in the trend towards high-speed cut- 
ting tools which has been so pro- 
nounced since the war. 

It will be noticed that in 1929 only 
29.2% of all the drills manufactured 
were carbon while in 1931, 37.7% 
were carbon. High speed steel regis- 
tered a slight gain in the manufac- 
ture of reamers and taps but suf- 
fered a severe setback in the manu- 
facture of dies. 

Although the basic reasons for such 
a reverse in a well-pronounced trend 
were fairly obvious, the possibility 
of the data being misunderstood 
prompted MILL Suppvies to ask sev- 
eral leading manufacturers of cut- 
ting tools for their views on the sub- 


ject. 

W. T. Read, president, Morse 
Twist Drill and Machine Company, 
es eee we believe the reason 


for this is that the larger manufac- 
turers who require high speed tools 
for mass production have so largely 
cut down the working forces that it 
throws off the percentage in tools 
purchased or used. We do not be- 
lieve that there is any substitution 
of carbon for high speed except 
where short runs and more jobbing 
work is done in which case the car- 
bon very often serves the purpose 
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Notice not only the decrease in total sales of all items in 1931 as compared with 1929 

but also the falling off in the percentage of high-speed steel drills and dies. Explana- 

tion of the latter trend will be found in letters from executives of leading drill com- 
panies which are briefed in accompanying item. 


fully as well; but for continuous high 
production we believe the high speed 
will continue to hold its own and 
possibly gain still further.” 

George H. Corey, advertising man- 
ager, The Cleveland Twist Drill 
Company, says, “..... the answer is, 
as you suggest, that the large pro- 
duction users of high speed drills 
have not been in the market during 
the past two or three years to any- 
thing like the extent they were be- 
ee, anaes from June, 1923, up to 
1929, I noticed a marked tendency 
toward the increasing sale of high 
speed drills over carbon even though 
we still continued to manufacture a 
very large number of carbon drills. 
This was due to the fact that, as 
manufacturing establishments __ re- 
placed old machinery, they put in new 
modern high speed drill presses which 
were capable of accommodating the 
increased speed of high speed drills. 
This rate of progress, however, has 
been curtailed since the depression 
but undoubtedly will start up again 
just as soon as the upward trend is 
more pronounced.” 

William H. Eager, president, 
Whitman and Barnes, Incorporated, 
says. “This apparent trend from high 
speed tools to carbon steel tools is 
normal to a depression period. With- 
out reviewing percentages involved in 
prior vears we know it to be a fact 
that our production and sales have 
switched rather rapidly from high 
speed to carbon and reversed itself 
gradually in each instance of an in- 
dustrial decline and recovery. ..... 
High speed tools are production tools 
largely and when production is cur- 
tailed their use decreases. Carbon 
tools are largely used by job shops, 
small machine shops and individual 


mechanics. The use of such tools 
does not decrease in proportion to 
the others. At the same time the lat- 
ter market belongs to the hardware 
field and consequently their sales 
have the appearance of holding better 
than the general field.” 

C. J. Oxford, chief engineer, Na- 
tional Twist Drill Company, says, “It 
is our firm belief that the census fig- 
ures quoted in your letter do not re- 
flect the normal trend as regards the 
proportion of high speed and carbon 
steel tools. The large users of high 
speed tools have greatly curtailed 
their activities in the last two or three 
years, and, in addition, have lived 
more or less on their inventories. 
This, then, would place the high 
speed steel figures at an abnormally 
low point for these years. Carbon 
tools, on the other hand, are probably 
used to a larger extent by the small 
manufacturing places and other out- 
lets, particularly in the rural sections. 
It is also true that, in some cases, due 
to economic conditions, carbon steel 
tools have been purchased rather than 
high speed steel because of their com- 
paratively low costs. ..... It is our 
firm belief that when business in the 
mechanical industries resumes on a 
normal basis, the proportion of high 
speed steel to carbon steel will be 
greatly changed in favor of the 
former.” 

Distributors’ inventories may pos- 
sibly reveal some discouraging data 
this year on high speed tools but all 
will do well not to definitely reach the 
conclusion that these items should be 
closed out. A careful watch of the 
demand will undoubtedly indicate a 
continued trend towards high speed 
steel when large users for production 
purposes resume full-time activity. 
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Well-Known 
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Ta) <-Yom cele 


SALES 


AND 


SERVICE 


HEREVER there is a 

distributor of Goodyear 
Mechanical Rubber Goods, that 
distributor’s business, Goodyear’s 
progress, and the industry of that 
community all benefit from the 
association of well-known names 
linked together for sales and 
service. 


There is the locally esteemed 
name of the Goodyear Mechani- 
cal Rubber Goods Distributor — 
in the great majority of cases long 
established, successful, and always 
known for responsibility. 


And there is the world-famous 
name of Goodyear—“the greatest 
name in rubber.” 


Together these names in each 


iif 


Hi 





case signify outstanding oppor- 
tunity for sales, for service and 
for profits to all factors concerned. 


Especially advantageous to the 
Distributor is the position in 
which Goodyear places him with 
relation to profitable business. 


He has the right line. 


He has a complete line—every- 
thing anyone else may offer for 
standard duty plus exclusive 
Goodyear specialties for particu- 
lar requirements. 


He is vigorously and continu- 
ously supported by Goodyear 
advertising in both national and 
key industry publications — by 
Goodyear sales-promotional Busi- 
ness Building Helps—and by the 


scientific service-sales work of the 
G. T. M. — Goodyear Technical 
Man. 


Do you wonder that such a 
combination of good names and 
aggressive merchandising brings 
business and profits to the Good- 
year Mechanical Rubber Goods 
Distributor? 


There may be an opportunity 





to obtain a Goodyear Mechan- 
ical Rubber Goods Distribu- 
torship. Why not investigate? 
Address Goodyear, Akron, O., 
or Los Angeles, California. 
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Territorial Sales Indicators 











North Atlantic States 


For the second successive month, the eastern states suffered a heavy falling off in sales, the 
North Atlantic Indicator dropping from 40.7 in November to 33.2 in December. Advance 
reports on January sales indicate about the same total as for December, with perhaps slight in- 
creases in the Pittsburgh area, Boston territory and greater New York. 


Southern States 


The leader once more kicks the Southern Indicator up, this time from 49.1 in November to 
58.5 in December. Furthermore, reports from all sections of the south, except Arkansas, indi- 
cate a feeling that not only will this gain be held in January but still further increases may be 
expected in some quarters. Several distributors in Texas, Georgia and West Virginia predict 
increases of from 5% to 25%. 


Middle Western States 


Following the trend of the national indicator, the Middle Western index dropped again, this 
time from 37.5 in November to 31.2 in December. Furthermore, no increase but rather a 
slight decrease is expected in January. Some slight gains are expected in the Detroit and 
Cincinnati territories but further losses are predicted for Chicago and parts of Ohio, Indiana 
and Iowa. 


Western States 


The Western Indicator is the first to fall below 30%, reading 26.6 in December as compared 
with 36.9 in November. A pick-up of from 5% to 10% in January is expected in several 
sections with others estimating January volume at about the same level as December. It is 
probable that the January index will show a slight gain. 


Pacific Coast States 


Reversing the drop taken in November as compared with October, the Pacific Coast Indi- 
cator eased up a fraction of a point from 47.8 to 48.7. Outlook for January indicates a fur- 
ther small increase, especially in California. Sales in Washington and Oregon are expected to 
be about the same as in December, 
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GET THIS CATALOG AND FIND OUT WHY 


\ Goulds’ 1932 share of the country’s water system sales was 50% greater 
than in 1931. Why? 

A new line of pumps with new low prices and attractive discounts. 

And here for 1933, come still more new pumps and still lower prices. 

You should see these pumps to appreciate the wonderful sales oppor- 
tunities they offer you. But the next best thing is to see our new cata- 
) log. Get it, and make it work for you. You will find it a complete 
handbook for selecting pumps for any service your customers require. 


USE THE COUPON 
‘ a y 
Govutps Pumps Inc., Seneca Fauits, New York 


| 
| 
oe ee Please send 1933 Dealer Catalog. 
fr 
Firm 
: City 
a ‘ rr 
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Newsy facts about industrial distributors 
and their salesmen 











Convention Date Set 

HE triple convention of the Na- 

tional Supply and Machinery 
Distributors’ Association, the South- 
ern Supply and Machinery Distribu- 
tors’ Association and the American 
Supply and Machinery Distributors’ 
Association will be held at the Brown 
Hotel, Louisville, Kentucky, on May 
8, 9, 10 and 11. Monday, the eighth, 
will be given over to executive com- 
mittee meetings of the associations so 
the convention proper will not get un- 
der way until the following day. 

The Kentucky Derby will be held 
this year on May 6, the Saturday just 
preceding the week of the convention. 
Those desiring reservations at the 
hotel for Saturday are warned to 
write for reservations as early as 
possible. 

The management of the hotel has 
guaranteed accommodations for the 
week of the convention at single rates 
of from three to five dollars, and dou- 
ble rates of from five to eight dollars. 
Reservations should be made to the 


hotel direct. 
* * 


Additions to R. C. Duncan Sales 
Force 

k. C. Duncan, president of the 

company bearing his name in Duluth, 

Minnesota, has announced the em- 


Guy Walters 


ployment of two experienced supply 
men. 

Guy Walters, who spent five years 
with the Williams Hardware Com- 
pany, and the last 10 with the F. E. 
Satterlee Company as an abrasive 
specialist, will be in charge of the 
sale of the Norton grinding wheels, 
a line taken on by R. C. Duncan last 
month. 


Don DeLaittre 


Don DeLaittre comes to the Dun- 
can Company from the F. E. Sat- 
terlee Company of Minneapolis, after 
being with the latter organization for 
13 years. 

* * * 


Haseltine Opens in Seattle 

J. E. Haseltine & Company of 
Portland, Oregon, have opened an 
office and a branch warehouse in 
Seattle, Washington, the former 
being in the Fourth Avenue Build- 
ing. This arrangement has been made 
for facilitating the distribution of 
welding electrodes, only, in Wash- 
ington and Alaska. J. H. Tadlock, 
former General Electric man, is in 
charge of the office and sales. 


B. O. Schmaling, industrial supply sales- 

man for Swords Brothers of Rockford, 

Illinois. Before entering the mill supply 

field he was assistant purchasing agent 

for a large industrial firm and that expe- 

rience has been very helpful in his sales 
work. 





E. C. Sullivan New Holo-Krome 
Representative 

Ed. C. Sullivan, formerly salesman 
for the L. L. Ensworth Company, 
Hartford, Connecticut, has been ap- 
pointed New England representative 
for the Holo-Krome Screw Corpo- 
ration, effective January 15. Mr, Sul- 
livan is well known in the New Eng- 
land territory and has spent many 
years in the supply business. He was 
appointed to fill the vacancy caused 
by the death of T. K. Cross. 


* * * 


F. L. Alcus Buys Carbine-Harang 
Stock 

Felix L. Alcus, New Orleans, has 
announced his purchase of the stock 
of the Carbine-Harang Machinery 
and Supply Company at public sale. 

Mr. Alcus is organizing a new 
company which will be operated 
under his name. Associated with him 
are: J. T. O’Pry, formerly with the 
Globe Supply and Machinery Com- 
pany; and Milton Cotaya, formerly 
associated with the Whitney Supply 
Company of New Orleans. Mr. 
O’Pry is manager of city sales. 
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Here's a belt that overcomes ply separation by means 
of a rubber skim between plies. This skim provides 
sufficient elasticity to enable the plies to slide over 
each other and still snap back in position without 
separation of the rubber friction, and is a develop- 
ment of real importance to those seeking a belt that 
will definitely check power losses. 

Made of closely woven, high tensile silver duck. 
with strength sufficient to carry maximum loads. 
the Thermoid High Speed Square Edge Belt also 


THERMOID RUBBER COMPANY 
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excels in the matter of breaking strength. Further 
advantages are the absence of stretching and 
slippage both of which are obstacles to efficient 
operation. 

Like other Thermoid products, the Thermoid High 
Speed Square Edge Belt is built for the job. Like other 
Thermoid products it carries a worth-while profit and 
is backed by a liberal jobber policy. The belt with the 
amber friction and the violet edges offers very definite 
selling opportunity. 


... Factories and Main Offices... TRENTON, NEW JERSEY 








MOULDED 
HOSE 


perfected by 


hermol 


) 
for your customers 
particular purposes 





Thermoid Moulded Hose is built... as only 
Thermoid can build it... for every purpose! 
lt withstands plenty of abuse... it gets 
plenty of hard wear and gives a long life of 
trouble-free service. 


The Thermoid hose line is a complete line . . . 
a line that pays a worth-while profit and puts 
the jobber in a position to go after and get 
business in all fields. 


Right now is a good time to get ready for your 
share of the garden hose business that is now 
on the way. Thermoid means quick turnover. 
sure profits and satisfied customers. 


HOSE 


BELTING & PACKINGS 





Thermoid offers a complete line of moulded 
and braided and moulded all-rubber 
garden hose 
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Shadbolt and Boyd Sales Clinic 

“SELL BACK PROSPERITY!” 
With such a slogan boldly displayed 
the Shadbolt and Boyd organization 
of Milwaukee, Wisconsin, went into 
action the week of January 14 to 
make their third annual sales clinic 
a successful undertaking. 








The slogan of Shadbolt and Boyd’s 1933 

sales clinic, “Sell Back Prosperity!” was 

displayed on a large streamer which com- 
manded a prominent position. 


Carefully planned, with invitations 
to prospects and customers sent out 
in advance, the clinic opened on 
schedule with exhibits on display in 
a large exhibit hall of the Plankinton 
Hotel. The exhibits represented every 
division of the company including in- 
dustrial and contracting supplies, steel 
and heavy hardware, lumber and 
building materials, automotive sup- 
plies, electrical refrigeration and 
radio. 





Alfred C. Engelmann of the Shadbolt and 

Boyd Company and T. H. Belling of the 

Black and Decker Manufacturing Com- 

pany. The latter company’s booth was 
an attraction of the exhibit. 


At the entrance was placed a desk 
with a salesman in charge who saw 
to it that every visitor was properly 
greeted, registered and entered for 
the attendance prize. The total at- 
tendance this year was in the neigh- 
borhood of 1,500, with a majority 


from nearby cities in Wisconsin and 
the rest from points within a 200 
mile radius. 

The individual booths were manned 
by Shadbolt and Boyd salesmen and 
the manufacturers’ men who partici- 
pated. This gave the salesman a 
chance to greet the visitors he knew 
and introduce them to the factory 
man who was there to demonstrate 
and answer questions. The attention 
of the visitors was well distributed 
among the exhibits, with welding, the 
use and application of welding rods, 
electric hand tools and light duty, 
power-driven woodworking tools re- 
ceiving most of the attention. Actual 
sales were reported and many defi- 
nite commitments were made for fu- 
ture purchases. 

To the executives and personnel of 
the Shadbolt and Boyd organization 
and of the manufacturers who co- 
operated, is due a great deal of credit 
for this fresh display of courage in 
the face of existing conditions. Little 
doubt exists that much good was ac- 
complished by this clinic. Not only 
were actual sales made but a tre- 
mendous amount of good will was 
created, and users were able to see 
under one roof many new develop- 
ments in industrial equipment and 
supplies. 

+ * 


New Speck-Marshall Officers 

William B. Trainer has been 
elected president of the Speck-Mar- 
shall Company, Pittsburgh distribu- 
tors. Clifford C. Taylor is the new 
secretary and treasurer of the com- 


pany. 
* * * 


Chandler to be Manufacturers’ 
Agent at Boston 

F. Alexander Chandler, who for 
more than 30 years was associated 
with the Boston distributing firm of 
Chandler and Farquhar, has resigned 
his post as president to become a man- 
ufacturers’ representative. 

Mr. Chandler is very well known in 
New England hardware and mill sup- 
ply circles and is desirous of serving 
several manufacturers as a selling 
agent. He can be reached at his home, 
33 Wellington Lane, Belmont, Massa- 


chusetts. 
x ok x 


New Office for Goddard-Jackson 
Company 

The Goddard-Jackson Company, 

Los Angeles, industrial distributors 


























































and distributors of heavy chemicals, 
opened a San Francisco office De- 
cember 1, in charge of J. G. McGin- 
nis. This office will specialize in the 
heavy chemical line, consisting of 
soda ash and other products of the 
Natural Soda Products Company. In 
the Los Angeles office, more atten- 
tion is given to the industrial supply 
lines, although this office also deals 
largely in the chemical lines and car- 
ries an emergency stock of 20 to 30 
tons of soda ash. 


These men were snapped at the Shadbole 
and Boyd Sales Clinic. Seated, left ta 
right: H. F. St. George, vice-president, 
Price M. Davis, president and H. C. Nor- 
man, sales manager. Standing, W. T. Allen, 
Keystone Lubricating Company. 





January Volume Ahead of Year 
Ago 

President J. E. Keyser of the Kane 
and Keyser Hardware Company, 
Belington, West Virginia, not only 
notes a better feeling in his territory 
but finds his January dollar volume 
running ahead of January, 1932. 

“Perhaps this increase is due,” as 
he expresses it, “to a growth of a 
feeling such as was described by a 
German countess prior to 1914, ‘If 
we can’t have what we like, let us 
learn to like the things that we 


have.’ ” 
x * x 


Western Iron Stores Catalog Off 
Press 


In line with ‘the aggressive attitude 
of the Western Iron Stores Company, 
Milwaukee, Wisconsin, as character- 
ized by its capitalization on the ef- 
forts of the Rehabilitation Committee 
(described in January Mitt Sup- 
PLIES) a new edition of its catalog 
has just left the presses. 

The new book has 372 pages and 
was compiled by R. R. Donnelley and 
Sons Company, Chicago. 
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McGhie to Represent Marshall- 
Wells in Twin Cities 
James McGhie, formerly of Duluth, 


SELL THESE ITEMS "==. 





FOR 1933 PROFITS 


For substantial profits in 1933, give more attention to 
power transmission equipment sales. 


The need for dependable power transmission equipment 
never stops. Where curtailed plant operation reduces the 
need for replacements (caused by wear) this drop in pur- 
chases is greatly offset by the need for changes in machine 
arrangements. 


To reduce operating costs, many plants are obliged to | 
make wholesale changes in their power set-ups. Dealers | 
who are prepared to furnish the proper transmission 


equipment will make substantial savings for their cus- 


tomers and substantial profits for themselves. 


The ROCKWOOD and BROWNING sales policy provides a | 
place and a profit for every mill supply dealer. It is not neces. | 
sary to carry stocks. Your orders can be filled immediately from | 


extensive factory or nearby warehouse stocks. Established resale 
prices, with definite dealer margins, assure you a full profit on 
every sale. 


Mark these items for 1933 profits, and write now for prices and | 


full information: 


ROCKWOOD'and BROWNING PAPER PULLEYS— 


Millions now in service on motors and driven machines. Their supe- 
rior pulling qualities are universally known. More than 2500 stock 
sizes available for immediate delivery. 


LIMESTONE WOOD SPLIT PULLEYS— 


in a large range of sizes, backed by 50 years’ leadership in the man- 
ufacture of wood pulleys. 


ROCKWOOD FIBRE FRICTION WHEELS— 


the acknowledged standard wherever fibre and iron frictions are used. 


Replacement orders promptly filled. 
ROCKWOOD SHORT-CENTER DRIVE-— 


the pivoted-motor drive that everybody is talking about. Gives de- | 
Stock sizes for all | 


pendable performance where other drives fail. 
motors from 14g to 100 H. P. available for immediate delivery. 


ROCKWOOD BELT-PULL— 


reconditions worn belts and restores their pulling capacity. A great 
improvement over old-fashioned belt: “dressing.” Available in handy 
tubes and cans. Attractive dealer margins. 


Write today to: 


THE ROCKWOOD MANUFACTURING CO., Indianapolis, Ind. 
THE OHIO VALLEY PULLEY WORKS, Inc., Maysville, Ky. 





Divisions of General Fibre Products, Inc. 


resentative of the Marshall-Wells 
Company in the Twin Cities on Feb- 
ruary 1. 


James McGhie 


He has had several years’ experi- 
ence with the Marshall-Wells Com- 
pany, formerly calling on the large 


| mining companies on the Mesaba 


Range. His new duties will consist 
largely of soliciting business from the 
railroads. s ¢-« 
England Pays 

Many commendatory letters have 
been received by L. G. Isaacson, 
president of the Aberdeen, Washing- 
ton company bearing his name, with 
regard to an item published in the 
Portland Oregonian, of which he was 
the author. Extract follows: 

“If I were a preacher or an orator 
I would take for my subject, ‘Eng- 
land Pays.’ To be successful in busi- 
ness, whether you are a nation, firm 
or individual, you must pay a just 
and honest debt or obligation. Our 


| forefathers have said, ‘Honesty is the 


best policy.” I say, ‘Honesty is the 


most profitable policy.’ 


My observation during 30 years in 
business leads me to believe that it 
is very expensive to evade paying a 
just or fair debt. I can recall a large 
number of men and firms who failed 
to pay and they are now ‘out of the 

| picture.’ ” 
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ee al the mention of 


more protita ble production 


| MANUFACTURERS today are all lookin? 


for opportunities to lower production 
costs, and thereby increase their net profits. 





Morse Tools, with their extra lon? life between 
sharpenings, their extra fast cutting ability, 
are an answer to your customers’ present day 
needs. Sell Morse Tools ona basis of economy; 
you will find a surprisingly receptive audience. 
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TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS.,.U.S.A. 
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General office of the Industrial Supply 
Company, Salt Lake City, Utah. The 
Industrial Supply Company is a subsidiary 
of the Mountain States Rubber Company, 
| the latter handling tires and mechanical 
| rubber goods and the former a general 
line of industrial supplies. Rudolph 
Orlob is president of both companies and 
J. H. Oleson is vice-president of both, 
and devotes his time to the industrial sup- 
ply division. Mr. Orlob is the man sitting 
at the left in the extreme rear and Mr. 

Oleson is sitting next to him. 





Barrett Hardware Conducts 
Welding School 

The Barrett Hardware Company, 
Joliet, Illinois, opened, on Saturday 
afternoon, January 7, a school in the 
art of oxy-acetylene welding. The 
course lasts for 20 weeks with four 
hours of lectures and practice each 
week. No charge other than that for 
the text book and a minimum for 
gas is made. 

The first class was made up of 12 
students but so great was the demand 
of others who could not attend after- 
noon classes that an evening class of 
a like number was organized. 

The Welding Encyclopedia, pub- 

, | lished by the Welding Engineer Pub- 
Oo Ss IM _| lishing Company, is being used as a 


text. 
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* * * 


t h @ fa ce oOo f Moore-Handley Places Large 


. | Order 

rubber discounts:— | Moore-Handley Hardware Com- 
pany, Birmingham, Alabama, has 
just placed a contract with Link-Belt 
| Company, Chicago, for two solid car- 

| loads of Link-Belt chains, conveying 
. > and power transmission machinery, 
in y our Ss ]@ | | I n g | according to notice received from the 
latter company. Starting 1933 in this 


way is certainly indicative of confi- 
dence in the future. 





Use real sales-points 


Alll hollow screws have one purpose—to HOLD. The 
features that make up holding-power are: strength for 
tight set-ups; deep, true sockets for wrench-fit; accurate * 2 9 

threading to resist loosening in vibrating parts. . . Allen New Lines for Percival Steel 
screws have this heritage of strength and precision workmanship | = Three new manufacturers now be- 
over 22 years. They are rigidly held to regi high tests | ing represented by the Percival Steel 
7 by the most thoroughgoing inspection system in use. oon | and Supply Company of Los Angeles 

the results with SAMPLES in your customers’ plants! « are: Sterling Grinding Wheel Com- 
pany, Tiffin, Ohio; Gulfsteel Arc 

THE ALLEN MEG. COMPANY _ Welding Company, arc welding elec- 

trodes; and Chase Brass and Copper 


Harrrorn, Conn. U.$.A. Company products. 
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REPUBLIC’S POLICY 
DOES NOT CHANGE 


; ER YEARS of unceasing activity in 
upholding a strict distributor policy we 
are more convinced than ever of its solid 
foundation. 


Through good times and bad times it has 
comprised a powerful mainstay for our bus- 
iness. 

Our faith in distributors has steadily grown. 


The Republic 
5-Point Policy 








| Aline of rubber items sufficiently com- 
plete to permit effectively supplying 
the requirements of the trade solicited. 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


A price basis inducing and making pos- 
sible aggressive competition with rea- 
sonable profit return. 


Freedom from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by his 
day to day solicitation. 


5 Selling helps of reasonable amounts so 
that his sales force may be given the 
advantage of specialized training and 
a knowledge of the product sold. 























Greater stabilization of sales and production 


is responsible for that. 


We are glad to have distributors emphasize 
these facts to manufacturers whose experi- 
ence has not yet been broad enough to 
weigh all the factors involved. 


Our long experience has furnished an un- 
paralleled training for the solution of dis- 
tributors’ problems that constitutes an ines- 
timable asset toward the building of their 
success. By utmost sincerity and strength 
of purpose, Republic’s cooperation with dis- 
tributors has constituted a dominant influ- 
ence throughout the whole mill supply in- 
dustry. 


It is an established fact, long since proven 
by our business principles and efficient 
methods of operation, that greater sales and 
profits are gained by a policy that supports 
distributors. And we are just as certain 
that the consumer, by this process, has been 
best served. 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 





REPUBLIC—THE DISTRIBUTORS’ CHAMPION 


b Goad Mins 
Bad Ti 
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Bass, Bamboo or Rattan 





B. B. Push Broom 
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After All 
“42 YEA 


means something 
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| can't manufacture and sell a prod- 
uct successfully for that long a period unless it 
has more than ordinary merit. 


Caritat "Red Cap" Brooms and | 
Brushes have exceptional quality. The many lead- | 
ing distributors who have handled the line for 
years—a number of them since the nineties— | 
will attest to that. 


O nly the finest materials are employed | 
in the manufacture of CAPITAL products. 
Trained specialists contribute expert—and care- | 
ful—workmanship. They are equipped with the 
most modern machinery available. 


This CAPITAL “Red Cap" qualify 
produces new business AND REPEAT SALES— 
for distributors’ salesmen in every type of indus- 
trial plant. The CAPITAL policy guarantees | 
protection and profits. 


; # may want to know more about your 
opportunities with CAPITAL Brooms and 


| 
Brushes. Just drop us a line. 
| 
| 
| 


DISTRIBUTORS: 


Have you checked up on your | 
present stocks of CAPITAL "RED | 
CAP" Brushes and Brooms? Re- 
member that when your customers 
want brushes and brooms, they will 
want them in a hurry. We can 
supply you now. 











All Corn or Corn & Bamboo 











INDIANAPOLIS BRUSH & BROOM MFG. 


126 Brush Street 


> 


CO. 


ESTABLISHED 1890 | 


> » 


Indianapolis, Indiana | 











Distributors’ Creed 
“DISTRIBUTORS’ Creed,”’ 
embodying the views of distribu- 

tors in all sections of the country as to 
what constitutes desirable features in 
manufacturers’ sales policies, has been 
issued by the National Supply and 
Machinery Distributors’ Association. 

Publication of this Creed is stated 


to be a part of a national campaign 
| sponsored by the Association for the 


purpose of informing manufacturers 
regarding the views of distributors, 
and encouraging them to adopt poli- 
cies which will insure more harmoni- 
ous relations between manufacturers 
and distributors everywhere, tending 
at the same time to place the distribu- 
tion of industrial supplies on a more 
profitable basis. 

In the opinion of Association offi- 
cials, many problems of the industry 
are directly attributable to the fact 
that the policies followed by manu- 
facturers are frequently not sound. 
They point out that at times manu fac- 
turers sell the distributor and also the 
distributor’s customer; that often no 
effort is made to secure observance of 
suggested resale prices; that in many 
instances their lines are placed with 
every distributor who can be induced 
to stock them with the result that 
competitive practices are unduly in- 
creased, turnover retarded, price cut- 





Another father 

W. F. Nelson, left, 23 year old son of 

H. J. Nelson, founder of the Nelson 

Machinery Company, Green Bay, Wiscon- 

sin, is now hitting the concrete in search 
of the elusive order. 


and son combination. 
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Style No. 110 











Air Compressor Packing 


Meets, fully, the exacting require- 
ments of air compressor application. 
Resists dry heat, dry steam and 
gases, 


























Style No. 20 











High-pressure Asbestos Packing 
Highest grade possible to produce. 
Designed for use against all pres- 
sures of air, steam and gas. 





There is a 
BELMONT PACKING 


for Every Service 




















INDIVIDUAL SERVICE 


the “ROCK” 


on which BELMONT’S 
Distributor Plan is Built 


BELMONT'S clear 


cut, definite sales policy appeals to 
thinking distributors. 


Tis very understandable 
program—providing complete protection, market de- 
termination, advertising assistance and a good profit 
margin—meets the most exacting requirements of dis- 
tributor executives today. 


Ourstanvine, however, 
in the Belmont plan is recognition of the fact that each 
distributor has his own particular packing problems— 
and readiness on the part of Belmont to help him 
individually solve these problems. 


W aren you become a Bel- 
mont distributor, you become a Belmont partner. Your 
success becomes our success. Your problems become 
our problems. Our engineering department, our factory- 
trained sales force, all of our facilities are at your dis- 
posal. We serve you individually. 


Tre Belmont Sales Plan is 
modern — "different." Would you like to become 
familiar with it? Just drop us a line. 


THE BELMONT PACKING & RUBBER CO. 
BUTLER & SEPVIVA STREETS, PHILADELPHIA, PENNA. 


. 








New and Improved Industrial Products 











Belt Lacer 





NEW belt lacer is said to add 50% to 

the efficiency of older types by its abil- 
ity to lace any belt up to six inches in width. 
Unique design of the jaw faces prevents 
injuring of belt fibres due to pressure, as 
contact is made with the hooks only. This 
lacer can be conveniently used in any ordi- 
nary bench vise.—Safety Belt-Lacer Com- 
pany, Toledo, Ohio. Mitt Suppties, Feb- 
ruary, 1933. 


Plastic — 


ue weers THE New 


c 
o %ue, 









DRIES TO TOUGH 
ELASTIC RUBBER 





APPLIED FROM 
TUBE 


Spee grade rubber in 


paste 

packed in handy size tubes, is said 
to have many applications in industry. This 
product is not a rubber cement and con- 
tains no inflammable solvent but rather the 
mixture is made with water. Further thin- 
ning can be effected by the addition of more 


form, 


water. Manufacturer claims that its uses 
extend to the repair of rubber belting, and 
of rubber and canvas hose and also as 
pump packing.—Frund Rubber Company, 
Chicago, Illinois. Mitt Suppties, Febru- 
ary, 1933. 


Acid Resisting Equipment 





ENTRIFUGAL and plunger pumps, 

with all parts coming into contact 
with acid solutions being constructed of 
“Haveg,” are said to be superior to types 
constructed of silicon iron castings or 
earthenware, since they are indifferent to 
changes of temperature, knocks, vibra- 
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tions and similar stresses. ‘“Haveg,” a 
material particularly adapted for use 
wherever chemical corrosion is a prob- 
lem, is produced by using an asbestos 
base and combining it with a phenol-for- 
maldehyde type of resin. After thorough 
mixing, it is subjected to heat. The re- 
sulting material is light in weight, has 
great resistance to impact and can be 
easily machined. Pumps are made for 
either belt or direct drive—Haveg Cor- 
poration, Newark, Delaware. Mitt Sup- 
plies, February, 1933. 


Headstock Chuck for Lathes 





NEW type of chuck, which will thread 

directly on to the spindle of most of 
the popular makes of lathes, has just been 
placed on the market. It has a capacity 
from % inch to % inch and can be used in 
place of collets between these ranges. Its 
hollow construction allows bars of any 
length to be chucked. Its recommended 
applications include : valve refacing, polish- 
ing, centering, turning and grinding in ad- 
dition to many other types of small work.— 
The Jacobs Manufacturing Company, 
Hartford, Connecticut. Mitt Supp ies, 
February, 1933. 


New Metal Container for Hobs 


ARBER-COLMAN Company has in- 
troduced modern packaging methods 
in preparing their high speed steel ground 


hobs for delivery to the customer. This 
package is an attractively designed tin box 
of approximately square section with 


rounded corners and having a slip cover. 
When the hob is packed for shipment in 
this box, sheet metal spacers are used 
which center it and prevent the hob from 
hitting the sides of the box. These spacers 
may be removed and discarded when the 
hob is unpacked, or they may be retained, 
if desired. The box will accommodate 
hobs up to 3%” x 314”, and provisions are 
made for packing smaller sized hobs by 
using spacers with different hole size studs 
and by using corrugated board shims at the 
top and bottom of the package. This 
method of preparing carefully made 
ground hobs for delivery is a forward step 
in maintaining the accuracy of these tools, 
and also provides a neat and convenient 
method of storing them.—Barber-Colman 
Company, Rockford, Illinois. Mut Sup- 
pLies, February, 1933. 


Kable-Cord Belt 





FLAT rubber belt, which is said to 

have the same stretch characteristics 
as do V-belts, is constructed with the idea 
of providing in one belt the equivalent of 
the old idea of a contactor belt which rides 
on top of a heavy pulling belt. In the end- 
less type, the pulling element consists of 
cords similar to those found in V-belts. 
In the roll type, a special duck is used as 
the pulling medium. On top of the pulling 
cords are heavy cable cords which act as a 
contactor belt. Roll type may be laced with 
any standard lacing. Can be furnished in 
widths up to 12-inches and in all thicknesses 
up to eight-ply—L. H. Gilmer Company, 
Philadelphia, Pennsylvania. Mitt Sup- 
pLigs, February, 1933. 


Ball Bearing Pedestal 








ANEW line of unit eernmen for pillow 
blocks has been announced. This fs 
designated as the “LUP” series and is 
adapted to all average industrial require- 
ments. Made in sizes to fit standard shafting 
in nominal inch as well as sixteenth diam- 
eters, from }$ inch to 3% inches. The ball 
bearings are the standard Norma-Hoff- 
mann “Precision” double-row, self-aligning 
type with adapter sleeve. The pedestals 
have capacity for a large volume of lubri- 
cant, with fittings for replenishing as need- 
ed. Protecting felt seals prevent escape of 
lubricant along the shaft. These pedestals 
may be had with the bearing either floating 
or fixed in the housing. In the latter case, 
suitable distance pieces are furnished for 
clamping the outer ring.—Norma-Hoff- 
mann Bearings Corporation, Stamford, 
Connecticut. Mitt Suppties, February, 
1933. 
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SELL THE IRON PIPE 





When you sell Toncan Iron Pipe you are giving 
your customers something that no other pipe can 
offer—the longer life and protection against rust 
that can only be obtained in commercial pipe 
material by alloying scientifically refined iron 
with copper and molybdenum. This is the alloy 
of which all Toncan Iron Pipe is made—the alloy 
that ranks first in rust resistance among the fer- 
rous metals after the stainless irons and steels. 
The blue marking on the pipe and the RT on the 
coupling tell you that twenty-five years of ex- 
perience in the making of fine alloys stands back 
of every length, to confirm your judgment in se- 
lecting Toncan Iron to combat rust. 


REPUBLIC STEEL 


CORPORATION 


GENERAL OFFICES: YOUNGSTOWN, OHIO 


=—=ER = 


THAT LASTS LONGER ee 


<TONCAN:> 


*en0” COPPER *e,9° 
MO-LYB-DEN-UM 


IRON PIPE 


.. AND 
a a 
FROM 
SCALE 


















Practical pipe users long ago learned that mill 
scale caused corrosion and pitting. But in the 
making of lap and butt-weld pipe the skelp had 
to be furnace heated, and the adherence of fur- 
nace bottom could not be prevented—nor could 
the formation of mill scale as the white hot pipe 
cooled. So Republic did two things—perfected 
the electric resistance welding process, thus do- 
ing away with scale entirely on all former lap- 
weld sizes, and developed a special process used 
by no other pipe maker to absolutely eliminate 
all scale from the butt-weld sizes. 

It will be to your advantage to look into the 
value that Republic offers in Toncan Iron Pipe. 








New and Improved Industrial Products 











Soldering Iron Stand 


PLACE IRON HERE PLACE IRON HERE 
TO MAINTAIN TO HEAT QUICKLY 
’ 


SOLDERING 


TEMPERATURE >. 







ATTACH THIS 
CORD TO LINE 


ADJUST RESISTOR 
HERE FOR RATING 
OF IRON 


SUPPORT FOR HANDLE a 


OF IRON IS ADJUSTABLE PLUG IRON HERE 


NEW type of soldering iron stand 

which is said to effect a saving of 
from 30% to 40% in power consumption, 
is designed to eliminate the difficulties in 
soldering work resulting from an over- 
heated, dirty iron. The stand comprises 
two cradles. When the iron is placed in 
the left-hand cradle it receives only suffi- 
cient voltage to keep it at the minimum 
and yet proper soldering temperature for 
immediate use. When the iron is in actual 
use or in the right-hand cradle, full line 
voltage is applied. The elimination of 
overheating resulting from use of this 
stand will insure the tip of the iron re- 
maining well tinned for weeks, it is said. 
—G-M Laboratories, Incorporated, Chi- 
cago, Illinois. Mutt Suppries, February, 
1933. 


Conduit and Cable Clamp 





ROVIDED with a slot into which the 

bolt with nut attached slips into place, 
this clamp is tightened by a few turns of 
the bolt. The correct length of bolt is sup- 
plied with the clamp, eliminating the neces- 
sity of cutting off the end. Available in 
sizes from ¥% inch to 2% inches.—Paine 
Company, Chicago, Illinois. Mitt Sup- 
PLigs, February, 1933. 


Wiping Rags 





NEW method of weaving cotton, 
which is said to result in a cloth of 


t > 


unequalled absorbency and durability, has 
been developed by a Texas company. As 
shown in the magnified picture, heavy ab- 
sorbent fibres are strongly held by small, 
hard-woven cross strands. The result is a 
soft-textured cloth which is unusually ab- 
sorbent and yet, test cloths have withstood 
120 launderings without showing signs of 
wear or breaking apart at the weaves. Sam- 
ples will be sent on request—Lone Star 
Supply Company, Hillsboro, Texas. Mir 
Suppuies, February, 1933. 


Vibration Filling Machine 





FILLING machine which is said to 

be uncanny in accuracy, has been de- 
veloped by Toledo Precision Devices, In- 
corporated. In its simplest form, the unit 
consists of a Toledo scale, an “electric eye” 
cut-off attachment and a vibrator which 
holds the articles to be packed. Its opera- 
tion is simple. Weighs equivalent to that of 
the filled package are placed on the weight 
platter of the scale. The vibration is sup- 
plied with the commodity from a large hop- 
per or bin nearby. Operation is started by 
pressing a button and stopped by the auto- 
matic cut-off when the container is full. 
Can be made fully automatic by use of 
further accessories.—T7 oledo Precision De- 
vices, Incorporated, Toledo, Ohio. Mii 
Supp.ies, February, 1933. 


Visible Lubricating System 





HE manufacture of a new, automatic, 

visible lubricating system for ring or 
ball-bearing shafts claim that the device 
saves considerable oil, reduces bearing 
troubles and eliminates oil-soaked motor 
windings. The oiler is designed to auto- 
matically provide a continuous oil feed. 
Micrometer adjustment provides a wide 
range of oil levels merely by turning the 
glass oil reservoir. Reservoir need be 
filled only once or twice annually.—Trico 


Fuse Manufacturing Company, Milwau- 
kee, Wisconsin. Mttt Suppiies, February, 
1933. 


Pipe Saddle 





A NEW service saddle, designed as a 
convenience in installing gas and water 
appliances, removes the necessity for pipe 
cutting and threading. Made of cadmium- 
plated malleable iron, this device has a 
large friction contact which will prevent 
its jarring loose. To install, it is only neces- 
sary to mount saddle on the pipe with out- 
let pointed in the direction desired ; tighten 
down; insert drilling device furnished in 
the outlet and turn down by hand until 
tight; and then drill hole in the pipe by 
turning down on the ratchet handle of drill- 
ing device. It is said that the saving over 
cutting in tees is considerable.—M. B. Skin- 
ner Company, South Bend, Indiana. Mir 
Supp.ies, February, 1933. 


Fuse Clip Clamp 





ESIGNED to compel proper alignment 

and positive contact between fuse 
knife blades and the switch fuse block, 
this new fuse clip clamp is said to save 
premature and frequent blowing of fuses 
and to save fuse blocks. The clamp is 
applied by slipping it over the switch fuse 
block after the fuse is in place and turn- 
ing down on the machine screw _illus- 
trated. Lever action closes the jaws of 
the clamp in vise-like action. Made in two 
sizes, No. 102 to handle 100 to 200 amperes 
and No. 412 to handle 400 to 1200 amperes 
—Ideal Commutator Dresser Company, 
Sycamore, Illinois. Mitt Suppwies, Feb- 
ruary, 1933. 


Portable Arc Welder 


| NCREASSD capacity and welded con- 
struction throughout feature 1933 Ho- 
bart arc welders. All interior parts are 
completely protected; ventilation is pro- 
vided at three points; central panel con- 
veniently located on top of machine; and 
two-way instruments provided. Diverter 
pole design is said to result in less stick- 
ing and splattering, better and smoother 
welds, greater ease in striking and main- 
taining the arc.— The Hobart Brothers 
Company, Troy, Ohio. Mitt Supp ies, 
February, 1933. 
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OLDEST LINE OF 
MECHANICAL 
RUBBER GOODS 
MANUFACTURED 
IN AMERICA 
TO-DAY 





@ THE N. Y. B. & P. DISTRIBUTOR HAS THE CONFIDENCE THAT HE IS REPRESENTING AND DEALING WITH 
AN ORGANIZATION THAT IS THOROUGHLY FAMILIAR WITH HIS PROBLEMS AND IS BACKING HIM WITH 
A DEFINITE DISTRIBUTOR POLICY. 


For generations New York Belting & Packing Company has enjoyed the close association and privilege 
of working with many of the outstanding distributors of the nation. These distributing organizations 
have been handling the N. Y. B. & P. line for periods up to and exceeding fifty years. 


& THE N. Y. B. & P. DISTRIBUTOR PROFITS FROM CONSUMER ACCEPTANCE AND DEMAND FOR 
N. Y. B. & P. PROVEN PRODUCTS. 


The fact that the N. Y. B. & P. line has been able to weather every depression since 1846 is convincing 
proof that present products are sound investments in lean years as well as fat. When a N. Y. B. & P. 
distributor offers a customer a N. Y. B. & P. product both know that the product has passed through its 


experimental stage and has proved over and over again its ability to perform its function with economy 
and satisfaction. 


eo THE N. Y. B. & P. DISTRIBUTOR CAN OFFER HIS CUSTOMERS A COMPLETE LINE OF MECHANICAL RUBBER 
GOODS REQUIRED BY MODERN INDUSTRY. 


Since 1846 New York Belting & Packing Company has been alert to the ever-changing requirements of 
industry. During this period new products have been created, developed and added to the N. Y. B. & P. 
line as the need for each arose. 


New York BELTING & PACKING (. 


extine 


NEW YORK, NY. 


Fry hee 
ART, 


1790 BROADWAY, = 
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W ouLp you 
like a copy of this new 
catalog? Just drop us 
a line on your letter- 
head. Copy will be 
mailed to you immedi- 
ately — without obli- 
gation. 


THE Linear 
Sales Policy, as ex- 
pressed by the motto, 
“For Resale Only,” is 
an absolute guarantee 
to distributors of free- 
dom from competi- 
tion from source of 
supply—and a liberal 
profit margin. Ask for 
all the facts. 




















YOU NOW 


The New 


LINEAR 
PACKING 
CATALOG 


Just completed after months 
of careful compilation 


A 96-page book, 
attractively bound, containing full de- 
scriptions, with illustrations, of the 
complete Linear Line of asbestos, flax, 
duck, rubber, semi-metallic and other 
types of packing and gaskets. 


Replete with valuable information for 
distributors and their salesmen, based 
on a half-century of packing manufac- 
ture and application. 


Service Recommendations! 


An important feature of the new 
Linear Packing Catalog is the chart of 
service recommendations. This shows 
you and your salesmen the best pack- 
ing for each particular service. 

















LINEAR © 


PACKINGS © 


| 











LINEAR PACKING & RUBBER CO., Inc. | 


STATE ROAD AND LEVICK ST. 
PHILADELPHIA 














ting encouraged, and profits de- 
stroyed. Correction of these and other 
practices would, they maintain, be de- 
cidedly advantageous. 

The preamble to the Creed draws 
attention to the fact that relations be- 
tween manufacturers and distributors 
are reciprocal and that distributors 
should not only be loyal to manufac- 
turers who endeavor to cooperate with 
them, but make a very real effort to 
do an aggressive selling job, carry 
adequate stocks, and serve the manu- 
facturer just as efficiently as could his 
own warehouse. 

Promulgation of this Creed follows 
the publication of an Association re- 
port showing the type of cooperation 
given distributors by a group of man- 
ufacturers which attracted widespread 
attention and endorsement by many 
outstanding men of the industry as a 
step in the right direction to encour- 
age more satisfactory relations be- 
tween manufacturers and distributors. 

The Association about a month ago 
also furnished its members with 
“Buyers’ Information Blanks,” to as- 
sist them in obtaining definite state- 
ments of policy from their sources of 
supply. It is said that they are now 
being used by a large number, and 
association officials believe they will 
not only give members information 
of a vitally important nature but also 
tend to demonstrate to manufacturers 
that distributors are becoming in- 
creasingly interested in their sales 
policies. 

* a * 


Harold Newman Now Salesman 
for Ellis W. Morse 

Harold Newman, who was for- 

merly a store salesman for the Ellis 


| W. Morse Company, Binghamton, 


New York, is now covering the city 
and nearby territory, according to a 
report from V. H. Brink of that 
company. 

a 


Metal Lines for Hendrie and 
Bolthoff 

H. V. Waterman, president, Hen- 
drie and Bolthoff Manufacturing and 
Supply Company, Denver, Colorado, 
announces that his company is now, 
distributing several lines of metals. 
Among these are Aluminum Com- 
pany of America’s products, Ameri- 
can Brass Company’s products, Mo- 
nel Metal and products of the In- 
ternational Nickel Company. 
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News! A 1932 Profit! | 

Joe Dilworth, president, J. E. Dil- | 

worth Company, Memphis, Tennes- | 

see, reports that his company made | 

a small profit in 1932 and that checks | 

for 10% of their 1932 salaries have | 
been distributed to all employees. 








Pause for a moment in your mad rush to | 
secure all the new brewery supply busi- | 
ness before the other fellow gets there | 
and scan these faces. Although slightly | 
in the shadow they nevertheless show un- | 
usual intelligence. They said that noth- 
ing could be written about them of any | 
interest, but we assure the gentlemen that | 
much could be written about them but 
now the election is over why bother with 
brickbats or bouquets? Left to right: M. 
Brown, sales engineer of Warren and 
Bailey Company, San Francisco; H. M. 
Orme, manager of the same company, and 
A. M. Langley, Pacific Coast supervisor of 
the Mechanical Rubber Company. Please 
know that there was nothing pointed about 
the brewery allusion above. These men 
were just starting out to visit a dairy. 





| 


Barrett Hardware Agent for 
Metallizing Company 
A two-day demonstration for the| 
benefit of industrial executives in the | 
Joliet, Illinois, territory, was the ini- | 
tial step taken by the Barrett Hard- | 
ware Company, of that city, to in-| 
troduce its newly acquired line, a| 
metal spraying gun manufactured by | 
the Metallizing Company, Los An-| 
geles, California. | 
Unusual interest was displayed in| 
this equipment by all who saw it in| 
operation. Its sale is being handled | 
by the welding department of the| 
Barrett Company. A demonstrating | 
unit is kept hooked up at all times. | 
* * * | 
Equipment for Levee Contractors | 
Features 1932 Sales | 


Equipment and supplies for levee| 
and drainage contractors operating | 
along the Mississippi River, have} 
moved in a very satisfactory manner | 
for the Pidgeon-Thomas Iron Com-| 








pany, Memphis, Tennessee, accord- | 


ing to a report from Phil Pidgeon, | 
president. Needs of contractors of | 
this type embrace nearly every kind| 
of equipment and supplies. 














On every dollar 
you invest in Victor ‘Moly’ GOLD- 
STEEL Hack Saws, you make a profit 
of 50%. A handsome profit!—but 
even more so when you consider 
how easy it is to sell Victor “Molys”. 
They almost sell themselves because 
they are 


NEW in price — cost only about one-half 
as much as ordinary heavy duty blades. 


NEW in performance — cut faster — stay 
sharp longer — stand up under heavy 
duty service. 


NEW in appearance—the only GOLDSTEEL 
blades on the market. Easily identified. 


If you want fo insure. hack saw pro- 
fits in 1933, investigate Victor “Moly” 
—the blade that is sold 100% through 

the distributor. | 
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Since the early days 
of this business, 
Brown & Sharpe 
Tools have been mar- 
keted through the 
distributor ...We be- 
lieve in the sound- 
ness of this policy. 






POUT an 

€* rips Bor “Ne 

“WE PROTECT 
THE DEALER” 











BROWN & SHARPE MFC. co. 
Providence, R. I., U. S. A. 


[Bs 
Brown & Sharpe 
Tools 


“World’s Standard of Accuracy” 











1933, 


tion equipment. 


The Providence Hardware and Supply 

Company, Providence, Rhode Island, has 

moved to a new location at 209 West 

Exchange Street. This is out of the retail 

district and the company is now concen- 

trating on the wholesale hardware and 
industrial trade. 








Smith-Booth-Usher Liquidates 

| Stock of Small Tools and Supplies 
| The Smith-Booth-Usher Company | 
|of Los Angeles, California, will | 
liquidate its $100,000 stock of small | 
tools and supplies by March 1, 1933. | 
The warehouse at 228 Central Ave- 
nue will then be closed. 

Evidencing its faith in continued 
business improvement, it has closed 
a long term lease, involving the ex- 
penditure of $200,000, on a new 
property adjoining its 15th and Santa 
Fe Street location, where it already 
has commodious quarters housing its 
construction equipment business. 
Within a short time its entire busi-| 
ness will be located there in two fine, 
modern, sprinklered buildings con- 
sisting of 75,000 square feet on the| 
| ground floor. | 

In these quarters it will specialize | 
in pipe, valves and fittings; pumps, | 
engines, motors, compressors and oil | 
field equipment ; machine tools ; wood- | 
working equipment; and construc: | 


| 











| 


uy Ty 
f 
& 


*x* * * 


O. C. Scott Seeking Connection | 
| O.C. Scott, who for the past 23| 
| years has been associated with the E. | 
| A. Kinsey Company, Cincinnati, | 
| Ohio, in sales, advertising and sales | 
| directing capacities, is seeking a con-| 
nection as a manufacturers’ represen- | 
tative. 

He is thoroughly familiar with the | 
southern Ohio and Kentucky terri- 
tories. His intense study of successful | 
marketing methods for industrial sup- | 
plies should prove valuable to a manu- | 


facturer seeking distribution, | 
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W. W. Satterlee, general manager of F. E. 
Satterlee Company, Minneapolis, is shown | 
here with his “powerful” power trans- | 
mission and mechanical rubber goods | 
specialist, F. W. Wirfs. 


Best Movers in 1932 

Belt dressing, pipe clamps, wire 
rope, manila rope and contractors’ 
supplies are the lines which have 
moved the best during 1932 for the 
Evansville Supply Company, Evans- 
ville, Indiana, according to a report 
received from C. F. Schlamp, sales 
manager. 

G. M..Bochstaler, vice-president, 
Indianapolis Belting and Supply | 
Company, Indianapolis, reports better | 
than average sales in pipe, valves and 
fittings and rubber goods. 

Trimble and Lutz Supply Com- 


pany, Wheeling, West Virginia, has | 
found its best sales opportunities dur- | 
ing 1932 in items used for plant re- | 
pairs. This condition has also been | 


true of the Standard Equipment and 
Supply Company, Hammond, In- 
diana. 


Julius Rasmussen Company, Mil- 
waukee, Wisconsin, has been more | 


than usually fortunate during 1932 in 
the sale of fibre motor pulleys. 


Pete Boylan of the W. M. Pattison | 
Supply Company, Cleveland, found | 


that his company’s best opportuni- 


ties for sales came from small volume | 


items for special duty rather than the 


large general-use products which usu- | 


ally lead the list. 
* 


* * 


Mersick Adds New Lines 











“A YALE CHAIN HOIST 






\ Vo 








is one of 
the surest means 
in the world of.. 


PREVENTING 
ACCIDENTS!” 





“ ACCIDENT-PREVENTION" 
is one of the most effec- 
tive sales points you car 

impress upon your prospect in 

telling him about the superior 
strength and quality of YALE 

CHAIN HOISTS. 


Unless such an absolutely safe 
hoist as YALE is known to be is 
employed, lifting heavy ma- 
terials is a source of many acci- 
dents in any industrial plant. 
That is why many industrial ex- 
ecutives regard YALE CHAIN 
HOISTS as their most important 
accident-prevention equipment: 
they know they are “FROM 


HOOK TO HOOK A LINE OF 
STEEL." BE SURE THE HOIST 


YOU SELL IS MARKED 


~ YALE 


made by the world's oldest and largest manu- 
facturers of chain hoists and allied equipment. 




















THE YALE & TOWNE MFG. CO. 





, 
The C. S. Mersick and Company, | PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 


New Haven, Connecticut, is now sell- | 


| 


. : : o | 1 tri j 
ing Rego welding material, Fafnir | Makers of Yale Electric Trucks, Hand Lift Trucks, 














; 2 | Electric Hoists and Trolleys 
| bearings and Keystone greases. 
» 
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TOOLS 


that speed up installations 


and 
BOOST 
DISTRIBUTOR SALES 
IMPERIAL 


TUBE CUTTER 





A mighty efficient tool for cutting copper, 
brass, block tin and lead tubing. Takes 
all sizes of tubing from 3/16” to %” 
and makes a right-angle cut quickly and 
eleanly, leaving no burrs or chips to clog 
the line. Cats tubing in half the time 
required by old methods. 


IMPERIAL 
TUBE BENDER 


ANN 


AVANT 





Tubing can be quickly bent by hand into 
any desired shape without collapsing the 
tube when the Imperial Tube Bender is 
used. A set of six benders is furnished 
for %”, 5/16”, 3%”, 7/16” %” and 
™,” tubing sizes. 


3) IMPERIAL 
FL 


ARING TOOL 





Makes the proper flare 
and taper to tubing needed 
for making up tight joints. Is simple to 
operate and does the work in the mini- 
mum amount of time. No loose dies or 
vise necessary. No. 93-F takes 3/16”, 
%", 5/16", %”, 7/16” and %”. No. 
95-F takes 4%”, 5/16”, 3%", %” and %”. 


Like other Imperial products, these three 
important tools provide wide and profit- 
able sales opportunities for the distribu- 
tor, especially to the refrigeration, indus- 
trial and automotive trade. We also make 
a complete line of fittings and valves for 
these trades. We will supply complete 
information at your request. Why not 
write today? 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 


CH tee G O 








Some Good Orders for Brown- 
Bevis 
The Brown-Bevis Company, of | 
Los Angeles, through D. P. Brad- | 
bury, reports a noticeable increase in | 
business. October was the best month | 


| they had experienced in a long time. | 


This was in part accounted for by | 
the sale of two $15,000 steam shovels 
in that month. Public works in the | 
vicinity that are active now and fur- | 
nish considerable business are the | 
Los Angeles aqueduct, Hoover dam, | 


| Canyon, representing part of the Los 
| Angeles flood control operations. 

* * x 

| 


| Don F. Johnson and Company 

_ Concentrating on Machine Tools 
| An announcement from Don F. 
| Johnson, president of the company 
| bearing his name and located in Buf- 
| falo, indicates that sales effort of that 
| organization is being concentrated on 
| machine tools and 
machinery. 

Considerable success has been en- 
| joyed in the last four year on the 
sale of Hisey-Wolff Machine Com- 
pany’s electric tools, grinders and 
buffers and just recently a connec- 
tion has been made with the Cincin- 
nati Lathe and Tool Company for 
the sale of their lathes. 

This organization is interested in 
representing other manufacturers of 
industrial equipment in Buffalo and 
| the surrounding territory. 

x * * 


industrial ma- 





Coal Mining Increase Brings 
Relief 

The increase in coal mining has 
brought a steady increase in the size 
of orders to the Kane and Keyser 
Hardware Company, Belington, West 
Virginia, since August. A slight im- 
provement has been noted, also, in 
the credit situation which proved 
| such a deterrent to volume during the 
last year. 


* * * 


New Salesmen and Lines for 
Standard-Shannon 
The Standard-Shannon Supply 
Company, Philadelphia, has added 
two salesmen to its force. 
The lines of the following manu- 





facturers are now being distributed: 
I. B. Williams and Sons, leather belt- 
ing; Cling Surface Company, belt 
dressing; and Stanley Electric Tool 
Company, electric tools. 





| and several dams in the San Gabriel | 





HACK SAW 





Dhe SIGN 
of HACK SAW 
THAT BITE THRU 






means to 


you...IN 


BLADES 2 vsces ino rence 


uniformity means lower operating costs— 
fewer replacements. The unexcelled Lenox 
combination of quality and uniformity means 
steady orders and reorders because Lenox 





Blades are easily proved to be most econom- 

ical in the long run. They satisfy by giving 

perfect performance. You can sell them with 
| satisfaction and profit. 


Lenox gives distributors a quality line—a 
profitable line. Its clear cut distribution 
policy can be relied upon. It affords 
every possible sales assistance. Sell 
“THE BLADE IN THE PLAID 
BOX” for uniformity and profit. 


LENOX 


HACK SAWS 
BAND SAWS 









AMERICAN SAW 
& MFG. CO. 


SPRINGFIELD, 
MASS., U.S.A. 
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These hardy eskimaux from Saginaw, 

Michigan, are E. L. Reichle and Walter 

Leesch, president and salesman _ respec- 
tively, Reichle Supply Company. 





New Salesmen and Lines for St. 
Louis Machinists’ Supply 

Three new salesmen, three new 
lines, and a better business outlook 
feature a cheering report from Hade 
Rubelman, president, St. Louis Ma- 
chinists’ Supply Company. 

The new lines are: Permite Resa- 
lum, heat resisting aluminum paint, 
Browning regular and V-belt fibre 


pulleys and Gates Rubber Company’s 
\ -belts. 


* * * 


Unusual Success with Delta 
Woodworking Tools 

Unusual success has been enjoyed 
during the past year in the sale of 
woodworking tools manufactured by 
the Delta Manufacturing Company, 
Milwaukee, Wisconsin, by the W. T. 
Bushnell Company, New Haven, 
Connecticut, according to its presi- 
dent, Ernest J. Griggs. 


* ok * 


Motorcycle Cuts Delivery Cost 

Woodbury and Company, Port- 
land, Oregon, report a substantial 
saving in delivery costs and a speed- 
ing up in service as a result of the 
replacement of one of their light 
trucks by a motorcycle. 


* * * 


Business Bright Spots Displayed 

A bulletin board in the Dodge- 
Newark Supply Company carries 
newspaper and magazine clippings 
which tell of improved business con- 


ditions. 
ee 


Bolts Feature 1932 Sales 
The outstanding line during 1932 
for the Berkshire Mill Supply Com- 
pany, Pittsfieid, Massachusetts, in 
the matter of sales and turn-over, 
was bolts, according to a report re- 
ceived from Harry J. Foss, president. 


A NEW 


INBRA 


SALES KINK 


UNBRAKo 








“UNBRAKO UNBRAKo UNBRAKo 
so il 
re 
ore 











While shouting from the house-tops is considered good ad- 
vertising, particularly if justified—actual concrete facts carry 
much more conviction. 

Instead, therefore, of merely piling adjective upon adjective, 
which anybody can do, we offer 


10 SAMPLES-FREE 


so shopmen and mechanics can try and test them to their 
hearts content and find out for themselves how unbelievably 
strong they are. 


Better write us and find out how we work this Free Sample 


stunt because if you were only willing to try it you would be 
amazed at the business to be had in the 
























































We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Portable 
* HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
*HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
*“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
*“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 
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STANDARD PRESSED STEEL CO. 


——— 
BRANCHES 








BRANCHES 
BOSTON JENKINTOWN, PENNA. pico edl bee ie m 
DETROIT BOX 519 sT.Lovis 
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SAFETY 
BELT-LACER CO. 


— 


EING 


E 
IS 


Even a “Doubting Thomas" 
will be easy to convince once 
you show him the 


STEEL BINDER 
BAR PRINCIPLE 


Exclusively a feature of 


SAFETY 
BELT 
HOOKS 


--And that is But one Feature 
of this All-round Economical 


LINE 


That offers the distributor's 
salesman definite sales oppor- 
tunities on every call. 


PARTICULARLY 


under present operating con- 
ditions. 


WRITE FOR 
COMPLETE 


FACTS 
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Evansville Supply Stocks Link-Belt 
Roller Chain 

A stock of Link-Belt Company’s 
roller chain and sprockets has been 
added by the Evansville Supply Com- 
pany, Evansville, Indiana, to meet the 
demands of its territory. 

* * * 


Farwell, Ozmun, Kirk Distributes 
Verona Tools 

Farwell, Ozmun, Kirk and Com- 

pany, St. Paul distributors, are now 

handling the line of the Woodings- 

Verona Tool Works, with special 

stress being placed on railroad track 


tools. 
* * * 


Textile Mill Supply Sells Alemite 
The Alemite industrial line is now 
being distributed by the Textile Mill 


Supply Company, Charlotte, North 


Carolina. 
x * Ox 


| 
Light Machinery Sales Hold Up | 


Sales of Delta Light Machinery by 
the N. T. Bushnell Company, New 
Haven, Connecticut, have held up 
in fine shape during 1932. This line 
has led all others in the matter of 
turn-over during the dull year just 
past. 

* * * 


Files and Hack Saw Blades Lead 
in 1932 
Fred S. Pulver, president, Pulver 
Machinists Tool Company, Chicago, 
reported better than average sales 
during 1932 of files and hack saw 
blades. Several new lines were added 
by this concern during the past year. 
* * * 


South Bend Lathe Appoints 
Standard-Machinists 

The South Bend Lathe Works has 
appointed the Standard- Machinists 
Supply Company as its exclusive 
agent in the Pittsburgh district, ac- 
cording to a report received from 
R. F. Blair, vice-president of the lat- 
ter company. 

* * * 


Hayden Supply Distributes 
Electrical Supplies 
A. S. Krause, president, Hayden 
Supply Company, Grand Rapids, 
Michigan, announces that his com- 
pany is now distributing electrical 
supplies. 








Stick to your 


PROFIT 
with 
TRIMO 





Stick to Trimo and you can keep 
the pipe tool end of your business 
on a sane, fair, profitable basis. 


Depression or no depression, Trimo 
continues to sell on a quality basis. 
When they want strength — and 
they always do—it’s Trimo and no 
other that fills the bill. 


You can sell Trimo with the reas- 
suring knowledge that your custo- 
mer is getting an honest value 
and you are getting the profit you 
are entitled to. 


TRIMO 


Pipe Wrench 





Made by TRIMONT MFG. CO., INC. 
Roxbury (Boston), Mass. 
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Contractors’ Equipment and_ | Ad 3 hn . . . 
Supplies Best in 1932 t is organization to 
Alvin Smith, president, Smith- 
your own 








Courtney Company, Richmond, Vir- 
ginia, reports that specialized sales 
effort on contractors’ equipment and 

{ supplies was worth while in 1932. 
Sales and turnover in that depart- 
ment were more satisfactory than 
were those of any other. 


——_— 













@SEATTLE 
®@PORTLAND 


* * * 


( Cap Screws Lead in 1932 
Rackliffe Brothers Company, New 
Britain, Connecticut, reports that 
sales and turn-over of socket head 
cap screws were outstanding during 


ye 
KANSAS yer o's 


ee ae a 


' 1932. 
| * * x 
} Above—Location of 
} Lowell Wrenches to Joseph ae nd branch 
W oodwell 


Joseph Woodwell Company, Pitts- 

burgh, have added Lowell reversible 

ratchet wrenches to their line and are 
carrying a complete stock. These 

} tools ‘are especially well adapted for 
bridge and heavy construction work. 


Chicago silat Anxious to by ha n d | ng 
WAGNER MOTORS. 


Work with Distributors 
Stadelman and Martini, Chicago 
millwrights, engineers and experts on 
conveying and screening machinery, 

have signified a desire to work with When you take on the product of any manufacturer 

and program the expenditure of time, effort and 

money to develop sales for that product, you nat- 

urally give consideration to the staying qualities of 

s @e that manufacturer. Perhaps you investigate the 


distributors on a consulting basis on 
problems where transmission or con- 
manufacturer’s financial condition. All of this is 
good business. 


At Left—The huge 
Wagner plant at 
St. Louis. 


} veying engineering is needed. 


Salesman Seeking Connection 
C. M. Antrim, who, until recently, 


was connected with the M. D. Larkin Past performance is about the only yard stick by 


UMI 


Company, Dayton, Ohio, in the sales 
and quotation departments, is seek- 
ing a connection in the industrial 
supply field. Mr. Antrim is now 
employed in another field of en- 
deavor. 

x * * 


Salesman Available 

William Leitner, 3317 W. Jackson 
Boulevard, Chicago, a salesman with 
over 20 years’ experience in the sup- 
ply field, is seeking a sales connec- 
tion. He has traveled Wisconsin, 
Chicago and part of Illinois and has 
specialized on transmission equip- 
ment, rubber goods and machine 
tools. 


MOTORS 








which you can measure the staying qualities of any 
manufacturer. 


Wagner offers its record of forty years’ service to 
the electrical industry as evidence of its staying 
qualities. In those forty years Wagner has built a 
national reputation and acceptance of its products. 
Wagner offers the cooperation of a nationwide 
organization, 26 branch offices, service stations and 
motor warehouses. 


WagnerElectric Corporation 


6400 Plymouth Avenue, Saint Louis,U.S.A. 
TRANSFORMERS FANS 


BRAKES 
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G. A. Fuller, Jr., Joins Urquhart 


ke AW HIDE B ELT L AC | N G George A. Fuller, Jr., who for 


some time past has represented the 
Dependable Products D. K. Sweeney Electric Company in 


Chicago Rawhide Cut Lacing 
is a strictly Mechanical Raw- 
hide; cut from the center of 
the hide. Will not deteriorate 
with age and will remain soft 
and pliable under all condi- 











tions. 
A long wearing lace with 
Round Rawhide Pins superior tensile strength. { 


For use in connection with 
Metal Belt fasteners—are uni- 
form in size and smooth in 
finish. Put up in bundles of 
1000” or 24 pins to a bundle; 





George A. Fuller, Jr. 


in lengths of 6, 12, or 24 inches. +4 ee fe southwestern Colorado and New 

. Ae ‘ J Mexico, has joined Urquhart Service 
Twisted Rawhide Safety Lacing BEE GU OL GUEL OT OV ANKE GHIA) AB) A and will call on the automotive, hard- 
We also manufacture Twisted gikheheibhih iit Ce esooe 


ware and industrial trade in the in- 


Rawhide Safety Lacing for seenniiatin ani 


single and double belts. Vari- 








ous sizes put up in 100-foot “ 6-«@ 
packages. 
Write for Prices Welding Applications in Steel { 
THE CHICAGO RAWHIDE MFG. CO. . Mill cals o 
: n a paper title pplication o 
1301 Elston Avenue Tanners “A — years Chicago, Ill. Oxy-Acciylene Welding and Cutting | 
Detroit Cleveland New York to Plant Maintenance,” read before i 


Philadelphia Pittsburgh St. Louis 








the annual meeting of the Inter- 
————— —|national Acetylene Association in 
Philadelphia on November 16, 17 
and 18, George C. Comstock, me- 
chanical engineer, Bethlehem Steel 
Corporation, Steelton, Pennsylvania, 
- - . brought out many interesting main- 
To Distributor Executives: =, tvieston “ior “welding 
equipment in a steel plant. 
The Steelton plant first used oxy- 
acetylene welding in 1910 in connec- 
tion with the collapse of the original | 




















When you have gone through this issue of MILL 


SUPPLIES, ask yourself if it would not be worth four cents Bessemer mill roof. From that time, | 
a man to you to be assured that every one of your salesmen the use of oxygen has gradually 
obtained the full benefit of the many sales-building helps it increased until, in 1927, the average 
contains. monthly consumption was 4118 cyl- 
inders. 


At a cost of only four cents a month, you can (as hundreds 


Among the applications mentioned 
of other distributors are now doing) send MILL SUPPLIES 


in Mr. Comstock’s paper were the 


————— 





to each one of your salesmen’s homes. There, in one or two removal of skulls from blast furnace 

evenings a month, they can absorb enough valuable informa- hearths, formerly a lengthy and 
tion to repay you hundreds of times over for the small ex- laborious job; pipe line repairs, 
pense you have incurred in sending the magazine to them. | changes and additions; reclamation / 


| of water-cooled accessories, such as 
Send us today the names and addresses of the men who | blast furnace tuyeres, open hearth | 


should receive the Magazine. A bill will be sent you later. and heating furnace doors and 


frames, furnace buckstays and skew- 
backs; application of hard facing 
material to surfaces subject to severe 
=? . wear or abrasion, such as dies, dipper 
MILL SUPPLIES, 520 N. Michigan Ave., Chicago, ill. teeth, coke pusher rams and aa: 
laneous parts of rolling mill equip- 
ment; and repair of broken castings 
and forgings. 
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Mr. Comstock pointed out that 
where repair gangs on structural 
repairs used to arrive at the job with 
drills, bars, saws, chisels and sledges 
for even a simple repair, they now, 
as a matter of course, take one cut- 
ting outfit which can be used by any 
man in the gang. 

In addition to the maintenance 
uses mentioned, many operation appli- 
cations have become common. Among 
these uses are: tapping blast furnaces 
with an oxygen lance; the cutting of 
slabs and heavy plates; nicking and 
breaking blooms and billets; and 
cutting cobbled bars from the rolls. 

x * * 


Handling Motor Truck Accidents 

In an article on motor truck acci- 
dents, H. R. Cobleigh, Motor Truck 
Division, National Automobile Cham- 
ber of Commerce, stresses the impor- 
tance of fully instructing truck 
drivers on what to do when accidents 
occur. The National Automobile 
Chamber of Commerce is sponsoring 
a program for increased safety and 
courtesy by truck drivers. 

Accidents, of course, will happen 
despite all precautions taken by em- 
ployers to instill the necessity of 
caution into their drivers and despite 
the finest methods of driver-training 
employed. It is essential that every 
driver understand the proper pro- 
cedure in case of accident, not only 
as a protection to the company’s in- 
terests, but to furnish additional data 
for the furtherance of better driver- 
training. 

No driver should ever leave the 
garage without having in his pocket 
or on the truck a report card telling 
him what to do and what information 
to get in the event of an accident. 
An excellent form for this purpose 
may be obtained from the National 
Automobile Chamber of Commerce 
or by writing Mill Supplies. 

As drivers will be the principal 
source of information about acci- 
dents, they should be impressed with 
the necessity for the company to have 
full, true and unbiased information. 
A driver’s failure to report an acci- 
dent of any consequence should be 
punished by dismissal. 

Experience from past accidents 
should be made the basis of study to 
improve the safety record. The Na- 
tional Safety Council has two excel- 
lent forms for this work—a “Vehicu- 
lar Accident Record Sheet” and a 























STANLEY UNISHEAR 


MIGHTY MIDGET 





PAYS FOR ITSELF 


SAVES CRAMPED FINGERS AND CALLOUSED HANDS. 
SAVES TIME, ENERGY, MATERIAL, AND DOES A BETTER JOB. 
MANY TIMES, THE SAVINGS ON ONE JOB HAVE PAID FOR 


THE TOOL. 


IT WILL CUT THESE: USED TO MAKE THESE: 


GALVANIZED | RON 
BRASS 

COPPER 

TIN 

ALUMINUM 
STAINLESS STEEL 
ARMCO !RON 
FIBRE 

WIRE LATH 
HARDWARE CLOTH 
SCREEN WIRE 
ASBESTOS 
CANVAS 

FELT 

LINOLEUM 

BLACK !IRON 
ANNEALED SHEETS 
PAPER ETC. 


Ask for a Demonstration 





THE STANLEY 


CAPACITY “18 GAUGE 
U.S.(050) GAL. SHEETS. 
SPEED UP TO ISFT.A MIN. 


Setews 


ELECTRIC TOOL CO. 


NEW BRITAIN, CONN. 
DRILLS - HAMMERS - SAWS - GRINDERS - SCREW DRIVERS 









VENTILATORS 

AIR DUCTS 

MACHINE GUARDS 
FLASHINGS 

SIGNS & LETTERS 
TANKS 

ICE BOX LINING 
SODA FOUNTAINS 
METAL BOATS & SINKS 
PATTERNS 
TEMPLATES 

ELBOW SECTIONS 
AIRPLANES 

AUTO BODIES 
TROUGHS & BINS 
SHELVING & LOCKERS 


RADIATOR ENCLOSURES 
STOVES ETC. 
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and NUT DRIVING foz 
BIGGER PROFITS 


Power screw and nut driving is a fertile 
field, the surface of which has been barely 
seratched, and offers tremendous possibili- 
ties for the aggressive distributor. Driving 
serews and nuts are important assembly 
operations and manufacturers are realizing 
that this cost can be reduced considerably. 


We are pioneers in Power screw and nut 
driving and THOR ELECTRIC SCREW AND 
NUT DRIVERS are recognized as the stand- 
ard in all industries where this economical 
method is used. There are sizes and at- 
tachments in the THOR LINE that are not 
obtainable elsewhere and which lift you out 
of the class of competition. You will be 
able to sell production shops Electric Screw 
and Nut Drivers where it was impossible 
before. This gives you an entry into these 
plants, the value of which is easily recog- 
nized. 


’ ~ 

— I oO 
There are many more profitable features , ae 
in handling THOR ELECTRIC TOOLS. @ 2 


We would be pleased to present full 
details of our proposition, without obli- 
gation. Write for it today. 


G/ 


S 


Let us send you this valu- 
uable booklet on Thor 
Screw and Nut Driving At- 
tachments. Illustrates and 
describes the complete 
line. Nothing like it has 
ever been published. A 
request on your letter- 
head will bring you a 
copy. 


INDEPENDENT 
PNEUMATIC TOOL CO. 
604. W Jackson Blvd 


‘CHICAGO: 





Wpeciatize on POWER SCREW 
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E... type of Bond Truck Caster is designed 
and built to give extra service on the job for which 
it is intended. Whether there is one job or many, 
there is a Bond Caster engineered to meet every 


exacting requirement. You can profitably stand- 
ardize on Bond. 


23-A Series. Sturdy 
construction guaran- 





tees efficiency under 
abnormal conditions. 
King bolt construc- 
tion. Equipped with 
Plain or oller 
Bearing. Rubber 
tired, Thread Guard 
and other type 
wheels. 








33-A Series. Pressed 
steel caster. Where 
lightness and stams- 
na must go hand in 
hand, Finest mate- 
rials. Efficient un- 
der the most severe 
tests. 


pat OFF 
us 








1-A Series. Station- 
ary type caster. Me- 
dium heavy duty 
service. One piece 
stationary base. 
T-head axle bolt pre- 
vents axle from turn- 
ing, insuring finer 
service. 


26-A Series. Les- 
Nois type caster. 
Designed for swift, 
smooth and quiet op- 
eration. Swivel or 
stationary types. All 
bearing surfaces 
hardened and ground 
assures exceptional 
rigidity and strength. 


“FOUNDRY & MACHINE COMPANY 


MANHEIM, LANC. CO., PA. 
Philadelphia Office: 617 Arch St. 








“Vehicular Accident Summary Re- 
port.” A study of previous accidents 
will often suggest a means of reduc- 
ing them. For instance, if driver 
fatigue is an element, a shortening of 
working hours suggests itself. If 
faulty condition of the vehicle is men- 
tioned often, a check-up on the main- 
tenance crew is called for. 

It is suggested by Mr. Cobleigh 
that a record of each driver’s accident 
reports be kept and plotted against 
his total mileage to furnish a clear 
picture of his efficiency from a safety 
angle. Such a record is of particular 
value if the fleet owner contemplates 
prizes or a bonus for a certain num- 
ber of accident-free miles. 

Distributors interested in improv- 
ing the efficiency of their truck fleets 
are urged to communicate with the 
National Automobile Chamber of 
Commerce which has analyzed very 
thoroughly good-driver requirements 
and truck maintenance. 








The Stambaugh-Thompson Company, 
Youngstown, Ohio, has set aside this room 
for welding. In it are conducted all ac- 
tivities connected with service, demonstra- 
tion and instruction. It is fully equipped 
and helps sales by enabling the company’s 
men to present a complete story. Clinics 
are held regularly for the teaching of 
welding practice to customers. 





Letters from Readers 
(Continued from page 28) 
“Inasmuch as Mr. Curtis stresses 
the importance of time, and I quite 
agree with him, then all the more 
reason why advantages should be 
taken of present means of getting 
results, rather than attempting to 
work out new ways. 
“T have the greatest respect for 
Mr. Curtis and his views on this sub- 


| ject, but I merely offer the above as 


a solution.” H. F. Seymour, vice- 
president, The Columbian Vise and 
Manufacturing Company, Cleveland. 

“The letter from C. E. Curtis 


| which appeared in the December is- 


sue of Mitt Suppties is extremely 
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interesting but speaking personally, 
I am unalterably opposed to govern- 
ment aid of any kind. 

“T am not sympathetic with the 
set-up of the Reconstruction Finance 
Corporation, the Farm Loan Board 
or any of the other agencies that 
have come into existence through the 
government since the depression be- 
gan. 


“The people of this nation have | 


AR 





made themselves what they are and | 


it is pitiful to see the trend toward 
paternalism in every line of en- 
deavor.” Alvin M. Smith, president, 
Smith-Courtney Company,  Rich- 
mond, Virginia. 








Up in the iron range country of northern 

Michigan the Lesselyong Hardware Com- 

pany of Ironwood, Michigan, serves that 

region with mine and industrial supplies. 

E. D. Malm, vice-president of the com- 
pany, is shown here. 





/ Are Your Accounting Methods | 


Sound? 
(Continued from page 11) 
asset side is shown the cash, accounts 


receivable, and inventory. The inven- 


whats 





tory and the procedure of ascertain- | 


ing the amount each month will be 
discussed in a subsequent article. On 
the liability side is shown the amount 
of accounts payable outstanding each 
month, and the amount of notes pay- 
able outstanding. This particular bal- 
ance sheet ‘s a specimen statement for 
a small company and shows a ratio 
of over 2 to 1, which is not so bad 
in the supply business. 
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answers your question: 


lan’ “ 


Because so many agree that it is 
smart sales strategy to “push the 
thing that is selling” we are fre- 
quently asked the question, “What’s 


ARMSTRONG Carbide TOOL 
HOLDERS 







PRM 
































ARMIDE Carbide-Tipped 
CUTTERS 


selling today?” 


Right now ARMSTRONG Carbide 
TOOL HOLDERS and ARMIDE 
(Carbide-Tipped) Cutters seem to 
be getting the most attention. The 
ARMSTRONG Carbide TOOL 
HOLDERS are not only riding on 
the carbide wave but also are being 
bought for use with high speed 
steel cutters on shapers, planers 
and some turning operations where 
a flat cutting angle is wanted. 






ARMIDE CUTTERS are being 
bought for machining brasses and 
aluminums and for tough alloy and 
hard steels where they are superior 
to other carbides because they do 
not have an affinity for steel and do not “crater”. ARMIDE is also being 
specified because it is a carbide alloy, takes a higher polish and a keene 
edge, has greater tensile strength, and tips are guaranteed not to come of 


ARMSTRONG Carbide TOOL 
SETS 


If as an industrial distributor you are asking, “What’s selling today? 
here’s the answer: ARMSTRONG Carbide TOOL HOLDERS, ARMID 
(Carbide-Tipped) CUTTERS, and ARMSTRONG Carbide TOOL SETS 


TOOLS from your 
Supply House 4 


ss) 


To help you take advantage of this active dema 
we will send a supply of Catalog Sheets and Circula 
on request. 


ARMSTRONG BROS. TOOL CO 


“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, U. S. / 


J} 










Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 











J. H. Connors Honored 

J. H. Connors, vice-president and 
general manager of the B. F. Good- 
rich Rubber Company, mechanical 
goods division, was recently re- 
elected chairman of the mechanical 
goods division of the Rubber Manu- 
facturers’ Association. Mr. Connors 
has been identified with Goodrich 
mechanical goods activities for more 
than 20 years. 













xk * * 


T. K. Cross, Holo-Krome Repre- 
sentative, Dead 

Thomas K. Cross, who represented 
both the Holo-Krome Screw Corpo- 
ration and the Wasmer Bolt and Nut 
Company in New England, died on 
January 11 from pneumonia. He 
had traveled the New England ter- 
ritory for many years. 


x * * 


I. B. Williams’ Treasurer Dead 


Stacy L. Hanson, treasurer, I. B. 
Williams and Sons Company, Dover, 
New Hampshire, tanners and belt 
manufacturers, died as a result of a 
heart attack on January 1. 


x * * 


New Foote Brothers Represen- 
tative 

William E. Peck has been ap- 
pointed to succeed Ralph Wirth by 
Foote Brothers Gear and Machine 
Company, Chicago, as its representa- 
tive in the state of Indiana, exclusive 
of Lake, Porter and La Porte coun- 
ties and the Ohio River towns. 


1 * * * 


American Cable Company 
Licenses Williamsport 

The Williamsport Wire Rope 
Company has recently been added to 
the list of manufacturers licensed to 
manufacture preformed wire rope 
under the American Cable Com- 
pany’s patents. Other American con- 
cerns licensed to manufacture this 
product are: American Steel and 
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Wire Company, Broderick and Bas- 
com Rope Company, E. H. Edwards 
Company, General Cable Corporation, 
Hazard Wire Rope Company, Mac- 
Whyte Company, Pacific Wire Rope 
Company, Wickwire Spencer Steel 
Company and the Wire Rope Manu- 
facturing and Equipment Company. 
;+*s 


F. J. King President of Com- 
pressed Gas Manufacturers’ 
Association 
F. J. King, Chief Engineer of The 
Linde Air Products Company, was 
elected president of the Compressed 
Gas Manufacturers’ Association at 
the annual meeting held at the Wal- 


dorf-Astoria in New York, January 
23 and 24, 1933. 





F. J. King 


This election marks another recog- 
nition of Mr. King’s outstanding con- 
tributions to technical progress in the 
compressed gas industry. Shortly 
after graduation from the Massachu- 
setts Institute of Technology in 1909 
Mr. King became affiliated with The 
Linde Air Products Company as 
Junior Engineer. He has been closely 
identified with the manufacture of 
oxygen and acetylene and the develop- 


ment of their applications, particularly 
in the expanding use of the oxy-acety- 
lene welding and cutting process. 

* * *k 


Foote Gear Purchases Turley 
Gear and Machine 

Bradford Foote, president, Foote 
Gear Works, Chicago, announces the 
purchase of the name and goodwill 
of the Turley Gear and Machine 
Company, 1505 North Tenth Street, 
St. Louis. Mr. Foote states that the 
latter company will continue in busi- 
ness at the same address. 

a 


Johnston Patents on Electric 
Welded Pipe Upheld 


A release from the Republic Steel 
Corporation, Youngstown, Ohio, 
states that the Johnston patents cov- 
ering electric resistance welding of 
tubing and pipe have been uniformly 
upheld, the latest development being 
a denial of a petition by the United 
States Supreme Court on an appeal 
by the General Tube Company, 
Newark. The decision from which 
appeal was being made was that of 
the Circuit Court of Appeals, Third 
Circuit, which held the patents valid. 


The Johnston patents are owned 
by Steel and Tubes, Incorporated, 
Cleveland, a subsidiary of Republic. 
Although originally developed to pro- 
duce small, light wall, mechanical 
tubing, the process has been applied 
to commercial production of pipe in 
sizes up to 16 inches in diameter. 

eas 


New Greene, Tweed Officers 

Henry S. Demarest has _ been 
elected president of Greene, Tweed 
and Company, New York, manu- 
facturers of Palmetto packing. James 
A. McKeon has been chosen vice- 
president and Herbert A. Erwood, 
secretary. 

These appointments were made to 
fill the vacancies created by the resig- 
nations of Willard R. Platt, former 
president, and Harold B. Platt, for- 
mer vice-president. 
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George Hemmingsen, manager of the mill 
supply department of the Mohr-Jones 
Hardware Company, Racine, Wisconsin, 
confers with an authority on twist drills, 
Andrew J. Ireland of the Chicago office 
of the Cleveland Twist Drill Company. 
Mr. Ireland has been with the latter com- 
pany for 27 years. 





New Chicago Representative for 
Borden Company 

J. T. Gougler has been appointed 
Chicago representative for the Bor- 
den Company, Warren, Ohio, manu- 
facturers of pipe tools. 

Mr. Gougler has had 10 years’ ex- 
perience as a mill supply salesman 
and moves to Chicago with specific 
instructions to reduce the number of 
distributors handling Beaver tools 
and to work intensively with the 
remainder. 

* * x* 


Atkins Reduced Prices on Silver 
Steel Hand Saws 
A price reduction of 20% on Sil- 
ver Steel brand hand saws was put 
into effect on December 14 by E. C. 
Atkins and Company, Indianapolis, 
Indiana, according to a report from 
M. W. Dallas of that organization. 
This price change affected both 


regular and ship patterns on Numbers | 


400, 401, 51, 52, 65, 64, 72 and 93. 
= 2 


Poole Foundry Appoints Denver 
Agent 

The Poole Foundry and Machine 
Company, Baltimore, Maryland, has 
announced the appointment of the 
Rockfield-Da.is Equipment Com- 
pany, Denver, Colorado, as its repre- 
sentative in the states of Colorado, 
Wyoming and New Mexico. 
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Pump Profits Belong to You! 


Are You Getting 
YOUR Share? 


If not—there’s something radically wrong. 
Almost every industrial plant in your territory 
has at least one use for Roper Pumps. You are 

lift. vertically 25 feet, and contacting these firms periodically. You should 
a a be selling Ropers and collecting the profits. 








Fig. {20F, suitable for all 
clean liquids. Large fleld for 
sale in industrial plants. Will 





We have a distributor's policy which includes 
real protection for you plus expert engineering, 
sales and advertising assistance for your sales- 
men. Write today and let us tell you how to 
increase your volume and profit with the Roper 
line. 


GEO. D. ROPER CORPORATION 
460 Blackhawk Ave. 





Fig. 3447—A _belt-driven, 
steam- jacketed pump for 
transferring thick, viscous 


Rockford 


RO 


ER 


agitate asphalt cement, un- 
load bituminous materials 
from tank cars and transfer 
heavy flux oils in cold 
weather. 












































THE QUESTION- 


What More Do You Need to Get Orders? 








Facts for Distributors 


GUARANTEED—IF A DART UNION LEAKS 
YOUR CUSTOMER GETS TWO NEW ONES 
FREE. 


WE FURNISH A FREE SAMPLE TO 
ANYONE WHO WILL TEST IT. 


DEMAND HAS BEEN CREATED. 
ASSURED UNIFORM QUALITY. 
NATIONALLY ADVERTISED. 





The DART Bronze 
to Bronze principle 
is two bronze seats, 
ball joint properly 
ground in. 


TEES—UNIONS—ELLS—SCREW ED—FLANGED 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 


= 
BRONZE-TO-BRONZE 
hl 


DART U 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 





Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 
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MILWAUKEE srisnes 


Put the Salesman on His Mettle 


“THEY are so efficient, so 
economical, they make such a definite appeal to the 
industrial user, and they have so many applications 
that the distributors’ salesman rapidly becomes en- 
thused about them. 





“MONO-BILT" 
With Interchange- 
able centers. 


Of course, they are only one of the many strong 
features of the fine and varied Milwaukee Line of 
Bristle, Wire and Fibre Brushes and Brooms. But they 
seem to have a special appeal to men who like to 
do "a better selling job." 


We invite you to write for catalog No. 29 and 
our profitable distributor terms. Do it today. 





“STEEL CLAD" 
(Steel Center) 
Can be mounted directly 


on shaft. Each brush a 
complete unit. 





OTHER TYPES 
Write for complete facts 
on "Di-Bilt," “XX Co-Bilt" 
and “Peerless Wire Wheel 
Brushes. 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


764-790 30TH STREET 


MEANS 


“BRUSH EXCELLENCE”’ 


























MILWAUKEE 
WISCONSIN 


ALLIGATOR 


TRADE MARK AEG. U.S. PAT. OFFICE 


STEEL BELT LACING 


Nearly a thousand belts per hour are 
laced with Alligator Steel Belt Lacing, 
day in day out, year in year out. Easy, 
rapid application with a hammer as the 
only tool; the hammer-clinched, vise- 
like grip on the belt ends, preventing 
friction of the plies; the patented, sec- 
tional steel rocker pin which absorbs 
friction in the hinged joint; the great 
surplus of strength and long service— 
only Alligator Steel Belt Lacing com- 
bines these features which 
make it the choice of mil- 
lions of belt users. Reliable 
both on light and heavy 
duty drives. Eleven sizes. 
Made also in Monel Metal. 
You can recommend it 


“blind.” 





























FLEXIBLE STEEL 
LACING COMPANY 


4633 Lexington Street 
CHICAGO, ILLINOIS 


In England at 135 Finsbury 
Pavement, London, E. C. 2 
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Youngstown Exhibit Shown by 
Stambaugh-Thompson 

A Youngstown Sheet and Tube 
Company exhibit, which had been 
shown at various shows and conven- 
tions throughout the country, was on 
display in the show-rooms of the 
Stambaugh-T hompson Company, 
Youngstown, Ohio, from December 
30 to January 7. More than 600 


| square feet of floor space was de- 


voted to the exhibit, which was open 
to the public from 11:30 a. m. to 
5:30 p. m. 








Model Tube Mill 


Included in the display were sev- 
eral electrically operated models of 
machines used in the manufacture of 
sheets and pipe. One of these was a 





| model sheet galvanizing unit and an- 


other a complete 12-foot butt-weld 
tube mill. In addition, a nail machine, 


| full-size, was in operation during the 
_ show. 





Nail Machine 





One of the most elaborate units in 
the display is one which was built 
for the last Tulsa, Oklahoma, oil 


show. It consists of a topographical 
display in relief, 16 feet long and five 


feet wide. At one end is shown a 
mill unit and spread out to the other 
end are model oil wells. The possi- 
bilities for the sale of pipe and tubing 
to this industry are clearly brought 
out. 

A very complete exhibit of the 
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HOW! 


By checking your Vise pros- 
pects and using Parker exclu- 
sive features to sell them. 


Ring and Wedge nut 
swivel base construction 
assures 360 degrees 
gripping power. 

Set screw and tension 
spring hold handle wher- 
ever placed. It can't slip 
down and catch the 
hands. 


Outside saddle permits 
easy removal of screw 
for oiling. 


Solid Underportion 
makes the vise just so 
much stronger. 








Steel jaws are carefully 
milled to fit and pinned 
on. They cannot work 
loose, but can be re- 
moved easily if neces- 
sary. 





} 


PARKER 
VISES | 


THE CHARLES PARKER CO., 


Master Vise Makers | 






101 Park Ave., 


MERIDEN, 
New York City 


CONN. 


| 


GRIP LIKE A GRIZZLY§ 














o 


own completed the exhibit. 








Oil country display. 





A report from the advertising man- 
ager of the Stambaugh-Thompson | 
Company indicates that his company | 
feels that the exhibit was very much | 
worth while. Not only did it increase | 
store traffic and result in some busi- | 
ness, but it enhanced the reputation | 
of the distributor and his establish- | 
ment as being progressive. 

e <£ © 


Scully-Jones Acquires American | 


Specialty Company 


Scully-Jones and Company, Chi-| 
cago, manufacturers of production | 


tools and machinery, have acquired 
the American Specialty Company, of 
the same city, according to an an-| 
nouncement by James A. Scully, | 
president. 

The latter company has manufac- | 


tured, for many years, a complete} 


line of sleeves and sockets under the | 
“Use-Em-Up” trade-mark. This line 


| will be marketed in the future by 
| Scully-Jones. 


* * * 


| December Electric Hoist Sales Off 


The members of the Electric Hoist | 


Manufacturers’ Association report 


| that the number of hoists ordered | 
during the month of December, 1932, | 


decreased 41.095 % as compared with | 
the previous month and the value of 
such orders decreased. 36.275%. | 
Shipments were 24.037% smaller in 
December than in November. 
* * a 
Industrial Truck Shipments for 
December 


December shipments of electrical 
industrial trucks and tractors, as re-| 
ported to the Bureau of the Census 
by 10 leading manufacturers, con- 
sisted of 13 trucks and tractors as 
compared with 12 in November, 22 in 
December, 1931, and 51 in December, 
1930. 


products manufactured by Youngs- “We Made a Good 


Investment” 
an 
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BEARINGS 
POWER TRANSMISSION 
SUPPLIES 


DETROI lr, MIC HIGAN 





The W. C. Du Comb Company, Inc., 
distributors of power transmission, bear- 
ings and supplies, in Detroit, Michigan, 
wrote us the letter reproduced below of 
their own volition: 


Whirtiar 4927-8-9 


Ab = F= 
TC. DU COMB CO. ING. 
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FROM STOCK 


EVERYTHING THAT TRANSMITS POWER 
6335 PALMER AVENUE EAST 
DETROIT. MICH. 
August 16, 1r952. 
The Cuneo Press, Im., 
22nd Canal & Grove Sts., 
Chicago, Illinois. 


Gentlemen: 


We are enclosing herewith 
our check #16299 covering balance due 
on the catalogs you built for us. 


We take this occasion to 
extend our thanks and sincere appreci- 
ation for the very capable and efficient 
manner in which the entire transaction 
was handled by your orgmization. 


We are well pleased with the 
catalogs end the many compliments we 
have received from our friends convince 
us that we made a good investment. 
Again thanking you, we remain 


Very truly yours, 
We C. DU COMB CO., Inc. 





JLH:HL 


The Cuneo Organization Offers :— 

(1) Sales producing catalogs at most rea- 
sonable costs. 

(2) Thousands of pages in individual units. 


(3) Artisans of many years of experience in 
merchandising and compiling mill sup- 
ply and hardware lines. 


) Minimum of effort on your part. 


(5) The resources and facilities of one of 
the world’s largest printers. 


Cuneo Catalog Service Co. 
Twenty-Second : : Canal : : Grove Sts. 
CHICAGO 
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| J. T. McQuillin Seeking 
| Connection 
Omp eC é | J. T. McQuillin, representative for | 


the Black and Decker Manufacturing | 


erVICe Company for the last 10 years, with RES ULTS provide the best 


headquarters at Cleveland, is seeking 

















answer to the evergrowing 





a connection as a representative for a | 














FOR MILL SUPPLY manufacturer desiring to build a dis- | demand for quality plus 
DISTRIBUTORS tributor organization. | economy in operation. 
8 | 
EXCLUSIVELY sees Mr. McQuillin is 35 years of age | ) 
A = neat Roe = traveled Ohio, AT a A S Car Movers are pro- | 
DVERTISING*: “ne Pier at: sc Besser ducing, every day, the kind of results 
MERCHANDISING: As saphena peiaaiins “se that create satisfied customers and 
MARKET ANALYSIS has secured jobber distribution, bring repeat orders. 
CCOUNT SELECTION worked with distributors’ salesmen,| If you are not an ATLAS distributor, 
| and handled sales meetings and clinics. | we would like to tell you all . 
27 Year Starts May * Ok O* about the profitable > 
WHY NOT PLACE YOUR SALES | Goulds Dealer Catalog Ready ee we have 
Gs Pan meinen, acim | Goulds Pumps Incorporated, Sen- | : 
SERSUENNG 02054000600 |eca Falls, New York, has just an-| 
Po a ae aoe Ooper | nounced that its new dealer catalog 
ER advisory service.. tf | for 1933 is ready for delivery. 


| The new book is similar to the 1932 | 
FRANK S.CRONK | 


| edition but incorporates many im-| 
AND ASSOCIATES |provements which the company’s | 
DIRECT MAIL SPECIALISTS 


EDITORS-COMPILERS 





| salesmen and distributors have recom- | 

















PRINTERS-PUBLISHERS eons - the —o of = a APPLETON 
pe crt thal ape keep ne of the new features is the tabu-| CAR MOVER COMPANY } 
1987 BROADWAY leas - us , ; ; 
* OENVER-COERADO oa lating of prices and specifications to| APPLETON, WIS. i 
make the selection of any given pump 
- ——— |easier for the dealer. — 


a ——— Several new pumps are displayed, | 
|in addition to a complete new line of N 
Ow 


| ' 
ten ‘Son dena | |new and improved cylinders for shal- | 
|} |low and deep well pumps. You Can Have a Reall 
in Selling | | The book is divided into four sec- . } 
MARVEL | |tions: 1. Shallow and Deep Well GOOD Lathe to sell for 
| Water Systems; 2. Hand Pumps; 3. | 
High-Speed Edge | Accessories ; and 4. Industrial Pumps. | 













































HOLE SAWS | | It contains 128 pages and over 200 
and || | illustrations. 
HACKSAW | > = 
BLADES | | Cleveland File Catalog Sheets | 
'- Jour customers || | Two new catalog sheets, one on| 
service they | |Super Duty files and the other on| 
Their record | |Blue Star files, have recently been | — 
» rncit per. | issued by the Cleveland File Com-| ATLAS 9” 
“formanee wil |1 | pany, Cleveland. Copies are avail- | Screw Cutting } 
repeat busi | able to distributors and their sales-|] To replace heavy, expensive | 
ter ie || | men on request. equipment; to do light lathe work ; 
This is an ideal line for profitable, specialty ‘te! | wm with “pr se Sng Fc ei 
ributer plans Goodrich Catalog Insert || garage and machine shop wi 
: | ; 8 . || plenty of small lathe jobs. In all 
A four-page insert for its mechani- | these places the Atlas will pay 
cal goods catalog on its Maxecon gen- for itself very quickly. Complete, I 
eral service conveyor belt, and im-/] ag illustrated, less motor, $79.00. 
| proved hot material belt has just been 18” between centers, also larger sizes. 
published by The B. F. Goodrich | cui a Gk a cok Gee 
Rubber Company, Akron, Ohio, and every way. Satisfaction or money back 
\} [1s now available on request to the | guarantee. 2 weeks trial. Easy terms. 
ena yy an co. manufacturer. The insert discusses|| Write for full details. 
353 N. Francisco Ave., Chicago, Ill., U.S.A. | | construction and typical a lications | ATLAS PRESS COMPANY 
= | PP 1840 North Pitcher Street, Kalamazoo, Mich 
———————————— ———'] | of the two types of belting. . assem esata 

















UMI 








FEBRUARY, 1933 


MILL SUPPLIES 


67 





Lline.. 


that makes 
it possible 
for you to 
concentrate 
sales effort 


Cap Screws 
Set Screws 
Coupling Bolts 
Milled Studs 





The 


Wm. H. Ottemiller Co., 
York, Pa. 





We also sell Dardelet Thread Screws 











To Distributor Executives: 


When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 

















New Vibrating Screen Catalog 

Having made numerous improve- 
ments in its line of vibrating screens, 
Link-Belt Company, Philadelphia, has 
recently completed a new illustrated 
catalog Number 1362 giving sizes and 
types of screens available, with di- 
mensions, descriptive matter and in- 
stallation views. Both unbalanced- 
pulley drive and heavy-duty positive 
drive type screens are covered, for 
the careful screening of crushed 
stone, coke, clay, coal, fertilizer, ores, 
gravel, cement and similar materials. 

i 


General Cable Folder 

A folder listing all of the products 
manufactured by the General Cable 
Corporation, New York, has just 
been made ready for general distribu- 
tion. Copies may be had on request 
to that organization. 

. 8 @ 


Joint Merchandising Committee 
Activities 
(Continued from page 13) 

Graton & Knight, Greenfield Tap & 
Die Corp., Harrington Co., Hen- 
rick & Howell, Holo-Krome Screw 
Corp., Kennedy Mfg. Co., Key- 
stone Lubricating Co., J. E. Lonergan 
Co., Maddock & Co., Minnesota 
Mining & Manufacturing Co., Na- 
tional Twist Drill Co., North Bros. 
Manufacturing Co., Norton Co., 
Wm. H. Ottemiller Co., Page 
Belting Co., Pawtucket Manufactur- 
ing Co., Purchasing Agents Associa- 
tion of Philadelphia, Pyrene Manu- 
facturing Co., Republic Steel Cor- 
poration, Quaker City Rubber Co., 
Reed & Prince Mfg. Co., The Re- 
public Rubber Co., Chas. A. Schieren 
Co., Sees & Faber Co., J. Jacob 
Shannon Co., Spaulding & Metcalf 
Co., Standard Pressed Steel Co., 
Standard-Shannon Supply Co., Stan- 
ley Electric Tool Co., Star Expan- 
sion Bolt Co., Standard Shop Equip- 
ment Co., Wm. H. Taylor & Co., 
Trimont Mfg. Co., Theo. C. Ulmer, 
Wright Manufacturing Co., and Yale 
& Towne Mfg. Co. 

In Newark, these companies had 
men present: American Swiss File 
& Tool Co., Abrasive Machine & 
Supply Co., Central Supply Co., 
Clipper Belt Lacer Co., John M. 
Cooney & Sons, R. & J. Dick Co., 


| Dodge Newark Supply Co., Ever- 


lasting Valve Co., The Fairbanks 
Company, Hartford Machine Screw 
Co., Hexacon Electric Appliance 










Quodliw 


Outstanding 
Features 


mean greater value 
at no extra cost! 


e Starts cut at any angle. 


Teeth will not catch in 
® corners. 

Starts quickly with a full cutting 
e stroke. 


e No scraping to begin cut. 


e Will not slip off cutting line. 


] 
2 
3 
4. Reduces cutting time. 
2 
6 
7 


Distributes 
® blade. 


A hack saw blade that exactly meets 
every demand of the man at the bench. 
Regular or difficult cuts made with the 
same ease and speed. A faster cutting, 
longer wearing blade that eliminates 
ripped out teeth. 


Backed by a splendid merchandising 
plan to your trade. 


ek SOUT 
<e 


wear full length of 








Fine Teeth Start Cut Like 
Feed Screw of Auger Bit. 








Fine Teeth Spot Cut at Exact Mark— 
Will Not Slip Off Cutting Line 


SELL 


MILFORD 


rT wrwrwrer 


DUPLEX 


PATENTED USA 


Tungsten Alloy & High Speed Steel 
Also MILFLEX DUPLEX 


The HENRY G. THOMPSON & SON CO. 
Est. 1876 





New Haven, Conn. 
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|Corp., Holo-Krome Screw Corp., 
| Johns-Manville Sales Corp., Jones & 
| Auerbacher, J. J. Leonard Hardware 
| Co., Manning, Maxwell & Moore, 
| Neal & Brinker Co., Oppel Glanfield 
|& Rowe, Parker-Kalon Corp., Posi- 
‘tive Lock Washer Co., Pyrene Mfg. | 
Co., Quigley Company, William S. 
Roe, S K F Industries, Chas. A. 
Schieren Co., Seither & Ellis, Squier, | 
Schilling & Skiff, Topping Bros., | 
| Victor Balata & Textile Belting Co., | 
Victor Saw Works, Woodhouse| 
|Chain Works, and Yale & Towne | 
Mfg. Co. | 

At the Boston meeting were men | 


from the following companies: | 
American Pulley Co., Bellamy, wag 
& Sargent, Boston Pulley & Shaft- | 
ing Co., Butts & Ordway Co., Chase | 
|Brass & Copper Co., Chase Parker | 
Co., Clark Bros. Bolt Co., Cutter, | 
Wood & Sanderson Co., Henry Diss- | 


ton & Sons, Dodge Haley Co., Fitch- | 
| 





led Shield” 


Wo. 


SPEED 
DRILLS 


Leading Distributors 
always sell 


Red Shield” 


Drills because their customers 
create new trade by con- 
stantly recommending their 
results. 





burg Hardware Co., Graton & Knight 
Co., Harrington Robinson Co., Hart- | 
ford Machine Screw Co., Hinds & | 
|Coon Co., Kinney Mfg. Co., Chas. | 
C. Lewis Co., Mason Regulator Co., | 
|New Bedford Cordage Co., Olm- | 
| stead-Flint Corp., The Pierce Hard- 
ware Co., Plymouth Cordage Co., 
|H. K. Porter, Pyrene Mfg. Co., 
Quaker City Rubber Co., Chas. A. 
1933 | Schieren Co., W. T. Shachley & Son, 
Simonds Saw & Steel Co., Sprout, 
| Waldron Co., Stanley Electric Tool 
TO MEET CHEAPER MARKETS Co., The Stanley Works, L. S. Star- 
IT DOES NOT PAY 'rett Co., Lewis E. Tracy Co., and 

Always Cheaper to Buy the Best | Trimont Mfg. Co. 


These companies were represented 





THE STANDARD TOOL Co. 


CLEVELAND 
New York: 94 Reade St. 
Chicago: 552 W. Washington Blvd. 





1905 Strand 


NO LET UP ON QUALITY | 





: STRAND : at the New Haven meeting: Ameri- 
Flexible Shaft Machines can Chain Co., Armstrong Mfg. Co., 
Represent |The N. T. Bushnell Co., Chase & 


The Highest Class Workmanship Cooledge Co., Clark Bros. Bolt Co., 
Consolidated Ashcroft Hancock Co., 
|Ellsworth Porcupine Co., Fafnir 
|Bearing Co., L. H. Gilmer Co.,, 
Hoggson & Pettis Mfg. Co., Holo- 
Krome Screw Corp., Hunter & 
| Havens, Lindquist Hardware Co., 
The C. S. Mersick & Co., Page, Steel 
& Flagg Co., Charles Parker Com- 
pany, Pyrene Manufacturing Co., 
Quaker City Rubber Co., J. Russell 
& Co., Scovill Manufacturing Co., 
| Skinner Chuck Co., Stanley Electric 
Tool Co., Stanley Rule & Level Co., 
Henry G. Thompson & Son Co., 
|United States Rubber Co., and 
| Wright Manufacturing Co. 

In Baltimore, these companies had 
representatives present: Anderson & 





All American 


Send for Catalog No. 25 


N. A. STRAND & CO. | Ireland Co., L. A. Benson Co., Black 


5001-5009 No. Lincoln St., Chicago |& Decker Mfg. Co., Carey Machin- 








Genuine Hettrick 











STITCHED 
CANVAS BELTING 


HETMACO 


The New Transmission Belt } 


OFFER 
DISTRIBUTORS 


unusual Sales and Profit 
Opportunities in 1933 





— eee - 


Let us tell you why. Write | 
today for all the facts. 


of the 1932 MILL SUPPLIES 


[ena our Exhibit on Page xs |} 
CATALOG &- DIRECTORY.) 


HETTRICK MFG. CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 

















—— 


. Precision Ball and 
Roller Bearings by McGill 


The automotive roller bearing below consists of 
bronze retainer, steel rolls, and an outer raceway 
assembled as a unit and a separable inner race- 
way... These roller bearingsin many places are 
supplanting ball bearings and the hollow flexible 
roll type roller bearings. . . McGill bearings are 
used extensively where quality and workman- 
ship are paramount considerations. . . Consult 
witha member of Our Technical Staff. Our expe- 
rience may be valuablein helping you sol ve your 
bearing problem. Our factoryis ideally sunepet 
to manufacture any special bearing. Our New 
Catalog No. 12 will be mailed you upon request. } 


en ed 








6PMACGILL» 
ns On Gy 8 OP at On OP, 8 Oy i Cum OOF 
Electrical Specialties of Quality 


VALPARAISO INDIANA 
Box No. 669 
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SELL 


. a 
the Famous RUINS? rh lil d 
PRODUCTS 
A complete line of 
Soldering and Tinning 
Flux, Acid and Rosin 
Core Solder and Sol- 


dering Paste for sale 
through distributors. 





Famous because 
they contain Ruby- 
fluid Flux — the 
leader for 25 years. 
Mechanics demand 
Rubyfluid because 
they know it is bet- 
ter. Every call offers 
sales opportunities. 


We have an attrac- 
tive proposition for 
distributors. 
Write for in- 
formation 
ic and samples 
SW) on your com- 
9 pany letter- 
head. 


THE RUBY CHEMICAL CO. 


70-76 McDowell St. | Columbus, Ohio 





















DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 









The new “Marvel” 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 

Model No. 3 Sells for 
$60.00. 









Electric 


Blower 
Company 


352 Atlantic Ave., 
Besten 9, Mass. 
U.S. A. 

















ery & Supply Co., Clark Bros. Bolt 
Co., L. H. Gilmer Co., Kemp Ma- 
chinery Co., The Maryland Bolt & 
Nut Co., Pyrene Manufacturing Co., 
Quaker City Rubber Co., and James 
Walker Co. 


* * * 


New Secretary Has Background 
of Marketing Experience 
E. CAIN, newly appointed 
e executive secretary of the 
Joint Merchandising Committee, has 
been identified with industrial mar- 
keting work since 1924. 

He conducted research activities 
for Factory Magazine, formerly pub- 
lished by the A. W. Shaw Company 
and since acquired by The McGraw- 
Hill Publishing Company. He later 
was connected with Jndustrial Mer- 
chandising which was merged with 
MILL SupPLiEs. 

The past year, Mr. Cain has been 
operating his own office, doing inde- 
pendent marketing and_ research 
work. One of his recent studies was 
made for the American Steel Ware- 
house Association, covering current 
distribution and marketing problems 
on steel. 

Mr. Cain’s experience should fit 
him admirably for his new work as 
secretary of the Committee for he 
knows how to conduct research, how 
to present facts developed, and how 
to write copy and editorial material. 

a. 


An English Movement of Similar 
Nature Under Way 
CLIPPING from the British 
Trade Review, outlining the 
Merchants’ Association of the United 
Kingdom, an organization function- 
ing very much the same as the Joint 
Merchandising Committee, has been 
brought to our attention. 

This clipping quotes a statement by 
Harold Cox explaining the functions 
of the merchant. Mr. Cox says, 
“Few people seem able to realize that 
most producers would be impotent 
without the merchants’ aid. From 
the beginning of time a special class 
of traders has organized the move- 
ment of goods from producer to con- 
sumer and many of the great cities 
of the world have been built up, not 
on their manufacturing, but on their 
trading activities.” 

It is interesting to note that the 
economic importance of the distribu- 
tor is receiving organized attention in 
other countries as well as our own. 








SELL IT? 


G& ELECTRIC 


SOLDERING 
(For use with electric soldering irons) 


IRON STAND 
WILL BE IN DEMAND BY EVERY 
CUSTOMER WHO DOES SOLDERING 


PLACE TRON HERE PLACE IRON HERE 
TO HEAT QUICKLY 


TO MAINTAIN 

SOLDERING 
ATTACH THIS 
CORD TO LINE 







TEMPERATURE 


ADJUST RESISTOR . 
HERE FOR RATING 
OF IRON 


SUPPORT FOR HANDLE ae 


OF IRON IS ADJUSTABLE PLUG IRON HERE 


SAVES TIME AND MONEY 


for users. Opens up an entirely new market for 
quantity sales to electrical manufacturers. When 
used with electric soldering irons, the G-M 
Soldering tron Stand: 


@ Doubles Life of Heating Element of iron 

@ Reduces Power Consumption 30—40% 

@ increases Life of Copper Tip 

@ Eliminates Frequent Cleaning of Tip 

@ Keeps tron Tinned for Weeks 

@ Improves Soldering Quality 

@ Should pay for itself within 2 to 6 months 
Distributors—and Salesmen=—This is a 


profitable specialty. Write for further de- 
tails. 


G-M LABORATORIES [NC. 
1736 Belmont Avenue CHICAGO 


























DISTRIBUTORS — 


Here's a Line 


That Will Never 
“‘Let You Down” 


BARNES 


»— 


RED ARROW 
Hack Saw Blades 


Repeat orders are what build your 
volume and your profits on Hack Saw 
Blades. Once you get a customer to 
try Barnes Red Arrow Blades, their 
brilliant performance will bring him 
back for more. Any Barnes distribu- 
tor will tell you that. 


Investigate the Red Arrow line and 
our attractive distributor proposition. 
You will be interested. 


W. O. BARNES CO., INC. 


1297-1309 Terminal Ave. 
DETROIT, MICHIGAN 


And Leading Jobbers Everywhere 
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Ready 
for 
Distributors 
Soon! 


THE 
1933 EDITION 
MILL SUPPLIES 
CATALOG & DIRECTORY 











—a complete revision 
WwW 


Have you mailed 
your request for 
a copy? 


If not, send it 
today 


—and bring your- 

self up-to-date on 

important buying 
information. 


Vv 


MILL SUPPLIES 
CATALOG & DIRECTORY 


“The Industrial Distributor’s Buying Reference’’ 


520 N. Michigan Ave. 
CHICAGO, ILL. 
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